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| is thrifty people with savings accounts that 
buy Liberty Bonds contribute to the Red 

Cross—keep the country sound, financially and 

socially in war time—in short, help win the war. 


War makes people thrifty—convinces them of 
the value of a savings account. So this is the 
very time when your bank can profit most by 
mailing letters and circulars on this subject to a 
carefully selected list of people in your vicinity. 


3000 Bankers Use The Addressograph for Increasing 
Savings Accounts and Cutting Costs. 


| eee in your letters—address your envelopes, post cards and circulars 
: quickly and accurately with the Addressograph. Ten times faster than 
pen or typewriter, this simple machine enables any boy cr girl to get out your 
advertising matter regularly and systematically. This is the kind of advertising 
that brings results—no waiting for clerks to do addresting in odd moments. 
The same machine also heads up and dates customers’ statements, daily 
advices—lists names on Boston ledger and trial balance sheet—prints names 
on checks and other record-keeping forms at the rate of 1000 to 1500 an hour— 
exactly like typewriting, without error or omission. 





Try hand operated Addressograph 10 days 
under your actual working conditions—no cost 
or obligation. Just mail the coupon below. 


“a8 
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iddressogfaph 


Addressograph Co., 908 W. Van Buren St., Chicago, III. 


Without obligation, tell us how other banks are increasing their savings deposits and 
cutting costs with the Addressograph. Explain Hand Addressograph 10 day Trial Offer. 


Name of Bank 
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Why Acceptances Aren't Accepted 


Some Criticisms of the Present Method 
of “Selling” this Old-New Credit Help 


FOREWORD 


HE generous support that the 

banking fraternity has given to 
the adoption of the trade acceptance by American 
business men is fully appreciated by those who have 
followed the movement. 

Every idea which can contribute to the prompt 
success of the movement no doubt will be welcomed 
by all, and it is the aim of this article to suggest some 
angles which may not have been foremost in the 
viewpoint of the financial mind. 

The almost unlimited power that the bankers of 
the country can put back of an idea could carry the 
message of this article, if not the article itself, to 
practically every firm in the United States. 

All efforts in this direction will certainly reap their 
reward by hastening the general employment of this 
new-old credit help, the prompt adoption of which 
will mean so much to the banking world of America 
in supplying ample two-name paper for rediscount. 

The appeal that I would make to the banker is for 
his valuable help through his great influence with his 
clients, who constitute practically 100 per cent of the 
business firms of the country, and with whom he can 
help to spread intensive methods of “‘selling’’ the 
trade acceptance. 


By PARK MATHEWSON 


Business Finance Counsel, of the 
Business Bourse, New York 


The banker's reward will be 
ample, not only in the desirable 
paper he will have offered for dis- 
count, but through a gradual improvement in the 
habits of promptness and punctiliousness in the 
meeting of all obligations, which will surely ensue 
from the general use of the trade acceptance among 
all classes of our business men. 


LL authoritative sources seem to agree on the 
need of educating the business men on the 
subject of the trade acceptance, but the important 
question is—are we going about it in a manner to 
accomplish the result desired? 

Does the buyer who receives the unaccepted 
acceptance, and whose signature is needed to put 
life into this “scrap of paper” and make it carry the 
gospel of liquid merchandise credits into all corners 
of the land, feel and appreciate that it is vital and 
beneficial to him? 

The Federal Reserve Board is ‘boosting’ the use of 
trade acceptances, as are also the reserve banks and the 
majority of other banks and trust companies, as well as 
the credit men’s associations of the entire country. 

The majority of those “higher up” in finance are 
evidently “‘sold’’ on the proposition, but what is 
being done to sell the acceptor, the small buyer and 
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Why Acceptances Aren't Accepted 


Some Criticisms of the Present Method 
of “Selling” this Old-New Credit Help 


FOREWORD By PARK MATHEWSON The banker's reward will be 

HE generous support that the ee ee ample, not only in the desirable 

banking fraternity has given to paper he will have offered for dis- 
the adoption of the trade acceptance by American 


count, but through a gradual improvement in the 
business men is fully appreciated by those who have _ habits of promptness and punctiliousness in the 
followed the movement. 
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viewpoint of the financial mind. 

The almost unlimited power that the bankers of 
the country can put back of an idea could carry the 
message of this article, if not the article itself, to 
practically every firm in the United States. 

All efforts in this direction will certainly reap their 
reward by hastening the general employment of this 
new-old credit help, the prompt adoption of which 
will mean so much to the banking world of America 
in supplying ample two-name paper for rediscount. 

The appeal that I would make to the banker is for 
his valuable help through his great influence with his 
clients, who constitute practically 100 per cent of the 
business firms of the country, and with whom he can 
help to spread intensive methods of “‘selling’’ the 
trade acceptance. 




















LL authoritative sources seem to agree on the 
need of educating the business men on the 
subject of the trade acceptance, but the important 
question is—are we going about it in a manner to 
accomplish the result desired? 

Does the buyer who receives the unaccepted 
acceptance, and whose signature is needed to put 
life into this ‘scrap of paper” and make it carry the 
gospel of liquid merchandise credits into all corners 
of the land, feel and appreciate that it is vital and 
beneficial to him? 

The Federal Reserve Board is ‘boosting’ the use of 
trade acceptances, as are also the reserve banks and the 
majority of other banks and trust companies, as well as 
the credit men’s associations of the entire country. 

The majority of those “higher up” in finance are 
evidently “sold” on the proposition, but what is 
being done to sell the acceptor, the small buyer and 


eo 








urroughs 
learing House 


the merchant of the United States, 
who owes the big bulk of the 
four billion open accounts of the 
country? 

I believe this is a very important 
question for the bankers to examine 
at this time. 

Whatever means are being used, 
it is evident that the buyer is not 
“sold” yet, as the trade acceptances 
held in banks of the country today 
amount to probably not over 5 per 
cent of this great total of open 
accounts. 

Such figures should conclusively 
prove the assertion that the accep- 
tances in force are a very unsatis- 
factory proportion of what they 
should be, and that the effort being 
expended to put them into effect is 
not meeting with adequate success. 

Let us consider some of the 
reasons for this condition. It is 
not to be laid at the door of the 
Federal Reserve or other banks or 
credit and financial men who have 
cordially supported the movement. 

Ask any up-to-date banker (the 
opinions of the * behind-the-times™ 
bankers are not very practical for 
guidance in these pregnant days) 
if the trade acceptance should not 
be in practically universal use in 
the United States. The answer will 
be 95 per cent “yes.” 

Possible two hundred banks and 
firms in this country are issuing 
more or less pretentious pamphlets, 
booklets, leaflets or letters, out- 
lining in more or less ““high-brow™’ 
financial terms that “the trade 


acceptance is a time draft or bill 
of exchange drawn by the seller 
of merchandise on the buyer for 
the purchase price of goods and 
accepted by the buyer, payable on 
a certain date and place designated 
on its face,” etc., ad lib. 

One of the most acceptable and 
handy of these booklets is issued 
by a Federal Reserve bank and is 
called Why Accept? 
Psychologically, 
even the title throws 
a question mark into 
the attitude of mind 
of the prospective 
acceptor, and in the 
first paragraph it in- 
forms him that this 
is not a new and 
pleasant ‘soothing 
balm” for the finan- 
cial ills of this open 
account ridden 
nation, but an old 
enemy of the ‘draft’ 
family, than which 
family there is none more cordially 
disliked by the average business 
man of the United States. 

Mr. Acceptor has this impression 
heightened by a cut labeled “Trade 
Acceptance,’ in many of these 
pamphlets in typewritten or script 
type form, reminding him forcibly 
of some unpleasant experiences he 
has had in his business career with 
drafts and notes. 

Somewhere in the latter stages 
of the printed matter, if he con- 
tinues to read that far, he may run 

across a para- 
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Ginning the snow white staple of the South 


| graphto the effect 
| that “these ad- 
| vantages to the 
| seller will inevit- 

ably be passed on 
to the buyer in 
the form of more 
satisfactory 
terms, lower 
prices or better 
credit."’ Just how 
this is to be 
accomplished and 











how Mr. Buyer will get his reward 
‘proponent saith not.” 

Occasionally, among the pam- 
phlets on trade acceptances, one 
strikes an oasis in the desert of dry, 
unattractive financially phrased 
facts, such as a booklet issued by a 
Philadelphia leather firm, which is 
actually attractive in its wording, 
get-up and typography—which 
attractiveness even 
extends to the form 
of trade acceptance 
itself. The heading 
‘TradeAcceptances, 
Their Purpose, Place 
and Profit in Busi- 
ness, Today,’ starts 
one reading the text 
of the booklet with 
a pleasant anticipa- 
tory feeling. The 
pleasant anticipa- 
tion is well sustained 
until it is more or 
less jarred when on 
page seven you 
again meet the familiar phrases 
“bill of exchange,” “draft,” etc., 
but even these seemingly neces- 
sary red flags are very nicely 
dressed up and palliated by their 
really clever handling by a treas- 
urer who has apparently deigned 
to study the psychology of the 
sales appeal. 

A large organization of salesbook 
concerns has struck a happy note 
in a foot note attached to an unfor- 
tunately plain and unattractive 
trade accceptance form. It reads: 
“We will give you the benefit of our 
splendid terms of payment if you 
will sign, etc. Although to most 
financial folk this would seem a 
trifle florid or undignified, yet it is 
evidently gotten up by one who 
understands how to appeal for 
favor in language that will be 
understood by the one appealed to. 

In contra-distinction, here is the 
way another foot-note starts on an 
acceptance of a nationally known 
manufacturer: “A trade accept- 
ance is an acknowledgment by the 
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buyer of a debt to the seller for 
merchandise delivered. The buyer 
agrees to pay, etc. All true and 
tersely put—but if read by Mr. 
Buyer, he might remark in the 
language of the great unwashed, 
‘Where do I get off at?” 

A well known manufacturer hits 
a happy note in a head note (not a 
foot note) on an acceptance, read- 
ing: “A special offer 
to you—through 
special re-discount 
allowed by the Fed- 
eral Reserve banks 
on trade accept- 
ances, we are 
pleased to give you 
the benefit, etc., 


signed, cordially 
yours. 

To the unbiased 
observer in most 


cases it appears that 
the treasurer, comp- 
troller, or auditor 
has labored long and 
earnestly to make the acceptance 
legally correct from the seller's 
standpoint and painfully unattrac- 
tive from the viewpoint of the 
only one in the transaction whose 
good-will and signature must be 
gained, to deliver this wonderful 
little stranger into a business world 
sorely in need of such a leaven in 
the heavy credit loaf. 

For instance, a very progressive 
house sends out a booklet from its 
Chicago headquarters boldly 
labeled Trade Acceptances and Their 
Advantages to the Buyer. 

But the readers’ joy and antici- 
pation is short lived, for on page 
one is a reproduction of a woefully 
draft-like acceptance not even filled 
in and in type so small as to be 
practically unreadable; page two 
again starts ‘a bill of exchange 
drawn,” etc., and not until page 
six is reached is there any real 
inspiration to Mr. Buyer. The 
general manager of this concern 
says: "We have ourselves investi- 
gated this subject carefully and 





are satisfied to try it out on the 
plan we have devised.” 

The financial expert of a world 
wide manufacturing company says: 
‘We do not know how it is going to 
go, but we are trying the trade 
acceptance out by rubber stamping 
the words ‘Trade Acceptance’ and 
the lines for acceptance on one of 
our regular draft forms, which we 
understand is a 
correct legal proce- 
dure.’ Not much 
doubt as to how 
that will “go!” 

Early in the sum- 
mer, the writer, in 
correspondence on 
this subject with 
the Federal Reserve 
Board, suggested 
that he might write 
them a small bro- 
chure to be sent to 
the prospective 
acceptor by those 
sending out accep- 
tances, which would be couched 
in language more understandable 
and convincing to the small mer- 
chant than that generally used, and 
which, by bearing the name of the 
Federal Reserve Board or banks, 
would carry much weight and con- 
viction to the small buyer to whom 
the acceptance was sent for his 
action. I quoted from various 
clients to whom had been suggested 
that they send out (as the best 
ready-to-use literature obtainable), 
with their acceptances, the booklet 
Why Accept? as 
issued and sold in 
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the same to show that the handling 
of the trade acceptance problem 
has been either from the wrong 
angle or over the head of the 
average business man. Some ex- 
tracts follow :— 

“The more of this kind of copy 
that is distributed among country 
merchants the more difficult it 
will be to get the trade acceptance 
generally adopted.”’ 

This will sell the factory or the 
wholesale dealer on the _ trade 
acceptance, but it will not sell the 
country merchant.” 

“The answers to the first two 
questions contain the word ‘draft.’ 
If there is anything a small mer- 
chant objects to, it is a ‘draft’.”’ 

“We note that you recommend 
the distribution of the booklets 
issued by a Federal Reserve bank, 
entitled Why Accept? We do not 
agree with you for the reason 
that the person who wrote this 
book did not get the country mer- 
chant’s viewpoint.” 

The secretary of the Federal 
Reserve Board courteously replied 
to our letter as follows :— 

‘Washington, July 13, 1917. 
“Park Mathewson, Treas., 
‘Business Bourse, 
‘““New York. 
‘Dear Sir :— 

Your letter of July 12th has been 
received and the contents noted 
with interest. We are very much 
obliged for your suggestions and 
enclosures. 

“At present the board has no 














convenient form 
and lots by a 
reserve bank. 
The consensus 
of opinion ob- 
tained from some 
of the shrewd 
merchants and 
manufacturers of 
the country is 
very interesting, 
and | quote from 
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appropriation which could be used 
for obtaining your co-operation in 
the way that you speak of, but 
something may develop later, either 
here or at some one of the Federal 
Reserve banks. We shall be glad 
to keep the matter in mind, and 
may possibly communicate with 
you at a future date. 
“Yours, very truly, 
‘*H. PARKER WILLIS, 

“Secretary.” 

I suggested that co-operation 
might be obtained without a money 
consideration and later wrote them 
suggesting that their various 
Federal Reserve banks might take 
this up, to which Mr. Willis again 
courteously replied that they were 
about to take up a careful investi- 
gation of the whole subject, the 
results of which he would be glad 
to communicate to me, and the 
subject could then be reopened. 
This correspondence is quoted in 
evidence that the board has be- 
come seriously interested in this 
important phase of the subject. 

In advising clients for the past 
year or more on the subject of “‘if, 
when and how”’ to adopt the trade 
acceptance, as part of their settle- 
ment terms, I have preferred to 
discuss the matter in a conference 
with the heads of the business con- 
sisting of the president or general 
manager, the treasurer or comp- 
troller, and the sales manager. It 
may seem unusual to discuss a 
purely financial problem with other 
than the financial manager of the 
business, and I have found it some- 
times delicate, not to say difficult, 
to make the financial head see it 
as affecting any but his department 
and activities. 

It is evident that at this time 
few firms are strong enough to 
force the use of trade acceptances 
on their customers—possibly 
against their desires—and that 
other means must be devised to 
get the acceptances returned by 
the majority of buyers. 

It is necessary to have the gen- 
eral manager in sympathy with 
the movement so that the heads 
of the other departments would 


co-operate to make the financial 
policy a success. 

The co-operation and help of the 
sales manager and his department, 
including the whole sales force, is a 
very important matter. 

In fact it appears that the whole 
crux of the successful operation of 
the trade acceptance plans, under 
today's conditions of utter indif- 
ference or hostility of the buyer 
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who must sign, is that it is a “‘sell- 
ing proposition’ and must be 
planned and carried out as com- 
pletely and aggressively as any 
regular sales campaign on a new 
line of goods. 

With trade acceptances in the 
present embryo stage in the United 
States, this line of action is abso- 
lutely necessary for 100 per cent, 
or even a much lower per cent, of 
prompt success. You must “'sell” 
the trade acceptances to the mer- 
chant before he will “buy” them 
by affixing the necessary signature 
and returning to you. 

My advice to those who have 
sought it is: first—use all pleasant 
and persuasive sales methods you 
can to influence the buyer, such as 
a series of two or three nice letters 
on the trade acceptance and its 
advantages to the buyer, signed by 
some high official of the company. 

Next—have the sales force 
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thoroughly imbued with the bene- 
fits of the plan, having the subject 
intelligently explained to them 
at a sales convention and discussed 
and adopted by the salesmen 
themselves as a policy of the house, 
thus gaining their interest and co- 
operation. 

General instruction letters should 
be placed in the sales manual, ex- 
plaining all details of the handling 
of the trade acceptance. The mat- 
ter should be thoroughly discussed 
at all sales conventions by the sales 
manager with the assistance and 
technical information of the expert 
on the subject from the Treasury 
department. 

Besides all this preliminary bom- 
bardment, which should in no way 
be slighted, comes the real attack 
which shows the buyer concretely 
and conclusively where he will 
materially benefit by signing the 
acceptance. 

Up to date it seems that the 
largest percentage of merchants 
can be most effectively appealed to 
through their pocketbooks and 
selfish interests, and it is the bulk 
of these buyers to whom you must 
sell the trade acceptance, if your 
campaign and returns are to war- 
rant the effort of putting this new 
policy into effect. 

Concessions must not affect 
either the buyer or the seller in such 
a manner that dissatisfaction might 
occur, or changes have to be made 
to arrive at a plan under which the 
buyer can see enough to warrant 
him to depart from the old easy 
“open account” method, and yet 
not to bear so hard in discount or 
time on the seller as to offset by a 
too heavy cost the benefits to be 
derived. 

Just what special benefits can 
be offered him as his proportion is 
a problem that will probably have 
to be decided by each trade or 
company individually, as it will 
depend entirely on the usual cash 
discounts and terms given on the 
open account system, which differ 
greatly in line, or often locality, 
and sometimes even between com- 
peting firms. 


Whether a firm can look on this 
subject from both its own and the 
buyers’ standpoint and decide 
fairly—which spells success or fail- 
ure of the plan—-is a mooted ques- 
tion, as where I have been called 
in to give advice on this subject 
| have found an unbiased judg- 
ment helped the solution and satis- 
faction of all concerned. 

At least for a successful decision, 
without outside advice, it would be 
necessary to have a full consulta- 
tion of the various executive heads 
and possibly consultation with 
fair-minded salesmen or customers, 
to arrive at the number of days to 
be allowed for payment by trade 
acceptance, or whether a per cent 
of discount be given, or whether 
to adopt an equitable combination 
of both. 

One must exercise equal care in 
the datings, freight allowances for 
return of goods, and all the minutiae 
of the billing and credit and adjust- 
ment departments. 

The plans of follow-up, the re- 
cording by both drawer and accept- 
or and the necessary forms there- 
for, the discounting of acceptances 
in the most satisfactory and cheap- 
est manner, and whether it is 
advisable to send an acceptance 
with every invoice are among 
other points at issue. 

Last, but not least, the exact 
form and typography of the accept- 
ance has been found by investiga- 
tion to be of surprising importance, 
especially as many trades should 
have varying wording in the body. 

For instance, it came to my 
notice that one of the pioneer firms 
in the use of the acceptance has 
just changed the form in use for 
over a year to a new form which 
we had found very satisfactory. 

Of course, with the trade accept- 
ance plan, which will go far to im- 
prove and overturn the old order 
of things in the credit world, it 
would be unreasonable to expect 
that it would work perfectly at its 
inception, but from my exhaustive 
and intensive study of the matter 
for over a year, I would give it 
as my opinion that its immediate 


success can be greatly increased by 
handling it along the following 
general lines: 

Make the introduction of the 
trade acceptance a selling campaign, 
not a financial campaign, and look 
at every angle of it from the buyer's 
not from the seller's standpoint. 

Put yourself in the buyer's place 
so far as it is possible for the seller 
to do so, and mix all generosity and 
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This Month’s Cover 

On the quiet main streets of quiet 
towns they stand—these real country ||| 
banks of America. Physically they are ||| 
| as pigmies as compared to those giant 
| institutions of giant cities which deal 
: in tens of millions, and house hun- 
| 
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dreds of employees. 

But their number is thousands, and 
their power is great. They live a life 
of their own, yet inseparably linked 
with the world of bigger money outside. 
| They are the arteries through which the 
|| financial blood of the country must be 
| pumped to and from its heart centers. 
|| They serve the vast stretches of rich 
| farming territory that are serving the | 
| nation and the world. 
| | This month's cover of The Clearing 
| House is designed from a photograph 
| of the State Bank of Onstead, Mich., a | 
village with a populaiton of about 4oo. | 
Yet the bank, with paid-up capital of | 
$20,000, has deposits of $217,700, and | 

i} 
| 





total resources of $273,280. 











selling effort into your plans that 
you consistently can. 

Let every firm or trade view the 
matter and handle it from _ its 
individual angle of its own customs 
and customers, and “‘drill, drill, 
drill.’ Under such handling, I can 
promise ample success with a trade 
acceptance campaign, if not this 
year, then next, and I can also 
promise that the more thought, 
effort and expert advice employed, 
the more full and satisfactory will 
be the reward. Let this message 
encourage every banker in the land 
to put his individual shoulder to 
the wheel and “‘push along a good 
thing,’ worthy of your best efforts. 


OLLOWING are three encour- 

aging messages “from the front” 
on trade acceptances: 

Lewis E. Pierson, president of 
the Irving National Bank, at the 
Business Men's War Conference 
lately held at Atlantic City, said: 


7 


/ Burroughs 


Clearing House 


“In the banker the acceptance 
should find an enthusiastic friend. 
From purely business considera- 
tions its merit should appeal to 
him powerfully. To him and his 
interests its general use would 
mean a better business tone, higher 
business morality, safer business 
risks, sounder assets, cleaner com- 
mercial paper, greater liquidity, a 
broader scope of usefulness, and 
the diverting to the bank of profit- 
able business functions which log- 
ically belong there.’ 

National Board of the National 
Credit Men's Association in Sep- 
tember meeting in Atlantic City, 
resolved: 

“Therefore, no time were more 
opportune than the present for 
introducing and developing the 
trade acceptance, which offers the 
liquid and flexible characteristics 
that would safeguard credit grant- 
ors from the strain which must be 
felt if the public needs continue in 
such large measure as now prevail. 

“Most earnestly, therefore, do 
the officers and directors of the 
National Association of Credit 
Men, in annual meeting assembled, 
recommend to the grantors of 
credits the substitution of trade 
acceptances, for open accounts, no 
matter how difficult the substitu- 
tion may prove and the objections 
that may be offered by the grantees 
of credit.” 

Beverley D. Harris, vice-presi- 
dent of National City Bank, New 
York, is quoted as saying: 

“The country’s new banking 
system will not reach its maximum 
efficiency and usefulness until the 
business interests of the nation 
adopt the trade acceptance method 
of settling commercial transactions. 

“While we have created a modern 
piece of banking machinery we 
have not made the same degree of 
advancement in our credit system 
and in the creation of those instru- 
ments of credit necessary to prop- 
erly utilize its functions to give 
scientific application to its prin- 
ciples, and to bring about that 
perfect co-ordination between credit 
and banking operations.”’ 











Minimizing Liberty Loan Losses 


How the Banks of Seattle Save Time and 
Money by Use of a New Three-Card System 


lies bankers of America learned 
many valuable lessons in han- 
dling the first Liberty Loan. Never- 
theless, the receipt of subscriptions 
and succeeding payments to the 
second and subsequent issues of the 
loan still remains a problem the 
solution of which must be worked 
out largely by the individual bank. 

A great deal of labor has been 
saved by the banks of Seattle, 
Wash., and loss through errors has 
been reduced to a minimum by use 
of a system of record 


entered on the third form which 
leaves no space for payment 
records. 

The reverse of each card is vir- 
tually the same, containing thecon- 
tract of subscription (which varies 
slightly with the three classes), the 
signature of the subscriber, and 
below a form of receipt for the 
delivery of the bonds. Appearance 
of the signatures in proximity 
facilitates quick identification on 
delivery of the bonds. 





cards devised by L. N. 


end of the day's business, the cash 
is balanced to an adding machine 
list of these enteries and a per- 
manent list of the names and 
payments is made, this also being 
balanced. If the cash is out, the 
difference is noted onthe permanent 
list, which is filed in chronological 
order, forming a convenient method 
of tracing errors or of adjusting 
future misunderstandings. 
The fully paid cards are sorted 
out and filed with their fellows, the 
remainder being sorted 
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| 
department of the Seattle | 
National Bank. The plan 
has been in_ successful | 
operation in his bank | Regt stores 
for several months. | 

Three cards are used to | 
record the three classes of 
subscriptions—the fully | 
paid, the government 
partial payment plan and 
anyother partial payment ° 
plan that may be in force. 
A different color distinguishes 
each class to aid in the selection 
of the correct card on which 
to enter the subscription and 
to afford an efficient method of 
following up delinquent payments 
by means of a separate filing 
system for each class. 

Both sides of the cards are used, 
the face containing the name and 
address of the subscriber, details 
of the subscription and the record 
of the payments. This form is used 
for the 10 per cent partial pay- 
ment subscriptions. 

The government plan of partial 
payments is entered on a form 
identical with this except that the 
payment records are arranged to 
conform with the government 
requirements. 

The fully paid subscriptions are 
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into their respective divi- 
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After each payment 
day, the delinquents re- 
maining in the file should 





be kept separate from 
those paid to date. By 
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selecting the correct card 
when payment is made 
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between dates is light- 
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Ready for filling in—face side and reverse 


On the reverse side are desig- 
nated the date the total amount 
of the subscription (par value), the 
interest rate, the date of the bonds, 
the amount of the advance pay- 
ment, the percentage of the 
total it represents and the terms 
of agreement by which the bal- 
ance due on the allotment shall 
be paid. 

The record of payment, provided 
for on the face of the card, is spaced 
for entries of the dates of payment, 
the amounts paid, the interest and 
the balance. 

The cards are filed alphabetically 
in three different sections. When 
payment is made the correct card 
is removed, the date of payment 
and the amount are entered on both 
the card, and the customer's receipt 
and the card is laid aside. At the 
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the delinquent subscrib- 
ers are in convenient 
form for notification. 

No copyrights or strings of any 
kind are attached to the plan. 

Concerning it, Mr. Degginger 
says: “The banks of this city 
(Seattle) will uniformly use these 
cards in handling the next Liberty 
Loan They have the endorse- 
ment of E. W. Brownell, of the 
National Bank of Commerce; 
George E. Main, of the Dexter 
Horton National Bank; Andrew 
Price, of John E. Price & Co.; 
and W. S. Peachy, of the Seattle 
National Bank, as well as others.” 

After a_ careful examination, 
Howard M. Jefferson, auditor of 
the Federal Reserve Bank in New 
York City, and his expert Liberty 
Loan advisers have also expressed a 
favorable opinion of the Seattle 
system of handling the bond file. 
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Backing Up Bullets with Bread 





Leaving miles of furrows behind the tractor 


Why Wider Investment in Farm Mortgages 
is Needed in Solving Our Food Problems 


ONTINUED appearance in 

the daily press and other 
publications of the terms ‘men, 
money and munitions,’ as related 
to success or failure in America’s 
contribution to the war upon 
Prussian autocracy, has, in some 
measure at least, caused the para- 
mount importance of an ade- 
quate food supply to be looked 
upon by the average American 
investor as a matter with which 
he has no concern, and as a 
problem to be solved, through the 
authority conferred under the 
Food Control Bill, by Mr. Hoover 
and his associates in regulating 
prices as between the producers, 
the speculators and the ultimate 
consumers. 

At this critical period in the his- 
tory of our nation, it is unfortunate- 
ly true that there exists among our 
people an all too prevalent belief 
that, inasmuch as the draft law 


By JAMES L. WRIGHT 


President, Bankers Loan & Securities Company, 
New Orleans, La. 


will call to the colors an immense 
army of men, and the subscriptions 
to the Liberty bond issues will 
provide the much talked of money 
and munitions, all that remains to 
be done is for Pershing to join 
hands with Haig and Joffre and 
roll the Hindenburg line back to 
Berlin. 

Napoleon is credited with the 
remark that “an army fights upon 
its stomach,” which thought may 
be carried very much further and 
applied to the nations as a whole— 
the non-combatants as well as the 
soldiers. In times of great stress 
and strain, through which the 
people of these United States must 
unquestionably pass before the 
world is made safe for democracy, 
the question of an adequate food 
supply, at prices within reach 
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of both rich and poor, is the 
dominant factor in our daily life. 

And in just such ratio as the food 
question may control our efficiency, 
to just that ratio is national dan- 
ger to be found in a withdrawal of 
proper financial aid from the pro- 
ducer of the food—the American 
farmer. 

The needs and demands of the 
present situation call not so much 
for price regulation as for an enor- 
mous increase in the production of 
food-stuffs. Through the reorgan- 
ization and great increase of our 
armed forces, an enormous army of 
producers have become non-pro- 
ducers, and consumers. 

Economic readjustments _ inci- 
dental to the transfer of our men 
from fields, shops and offices to 
governmental service increase the 
class of consumers at the expense 
of the producers. In addition to 
this increased demand on behalf of 
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Interest in live stock on the farm helps pay the interest on the mortgage 


our own army and people there is 
the urgent necessity of America’s 
providing food for the people and 
armies of our allies. 

The increase in production of our 
food supply depends upon our farm- 
ers and the agricultural class as a 
whole. Home gardens and the con- 
version of vacant lots into miniature 
truck farms, while highly com- 
mendable as representing praise- 
worthy efforts to aid the food cam- 
paign, must necessarily be purely 
local in their effects, and even in 
the aggregate will provide an 
insignificant percentage of the in- 
crease in food production demanded 
by the present crisis. 

We must, therefore, depend upon 
the American farmer, who, in turn, 
in order to finance his increased 
or enlarged operations required to 
meet the demands upon him, must 
depend upon financial assistance 
in the shape of farm mortgages. 
If this assistance be denied from 
new channels, or the supply of 
funds available for mortgage in- 
vestments be curtailed from estab- 
lished channels, the ability of the 
farmer to provide an_ increased 
food supply will-be correspondingly 
diminished. And to just that 
extent will our national efficiency 
be lowered at a time when the 
greatest possible man-power is 
most essential. 

This demand for increased food 
production at low or reasonably 
low prices is made upon our agri- 
cultural classes under the very 
worst of conditions, in the following 
respects: Over go per cent of our 
farm labor is found between the 
ages of 21 and 31, as a result of 


which a material reduction in the 
available supply of labor will be 
created by the operation of the draft 
law. The unprecedented demand 
for both skilled and unskilled labor 
in every line of activity stimulated 
by war conditions, with consequent 
high wages, has already attracted 
farm laborers in enormous num- 
bers from the comparatively low 
pay of the farm to the better 
pay of the shops and _ factories. 

Not only must the American 
farmer pay his regular force of 
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labor a higher wage than ever 
before, but, in order to increase 
his production with reduced assist- 
ance, he must provide the most 
modern of farm equipment, imple- 
ments and machinery, at prices 
double or more than double those 
he has previously paid. These 
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conditions necessitate financial 
assistance of themselves, while, just 
as a broadening of commercial or 
manufacturing activities demands 
new capital, the increase in our 
agricultural operations essential to 
increased food production will re- 
quire a very material increase in the 
capital available for our farmers. 

As a gradual outgrowth of much 
educational work on the part of 
the farm mortgage bankers during 
the past twenty-five or thirty years, 
the farm mortgage as an invest- 
ment has in recent years come to 
be recognized among certain 
classes of investors as a safe and 
desirable security. The wide fluc- 
tuations in stocks and bonds has 
also attracted investors to this type 
of security. 

Insurance companies, trust com- 
panies, savings banks and private 
investors have gradually been 
educated to the safety, desirability 
and satisfactory interest income 
production of farm mortgages; and, 
as a result, under normal conditions, 
the demand for farm mortgage 
loans from investors is fully equal 
to the supply. 

But (and here lies the danger in 
the present situation) the prevail- 
ing conditions are far from normal, 
and the source from which funds 
have been forthcoming for financ- 
ing our farmers through the medium 
of the farm mortgage is (at least 
temporarily) being taken away 
from them through the diversion of 
such funds into Liberty bonds and 
other war time securities. This 
not only applies to the American 
investor in mortgages, but is espe- 
cially true of foreign investors who 


have heretofore absorbed our farm 
mortgages in large volumes. Eng- 
land and Scotland have for many 
years been heavy buyers of farm 
mortgages on property in the 
United States. This source of 
money supply is entirely elimi- 
nated, and Canadian borrowers are 
looking to the United States for a 
market for their farm mortgages 
heretofore also sold inGreat Britain. 
The farm mortgage has long 
ceased to be considered a sign of 
poverty. On the contrary, it is 
evidence of progress and develop- 
ment in agriculture. Governmental 
and other statistics, charts and 
graphics show conclusively that the 
greater the increase in farm land 
values, the more successful the 
return from farming and the larger 
the number of farm owners as com- 
pared with tenants—the greater 
the number of mortgaged farms. 
The issuance of first mortgage 
bonds for engineering, industrial or 
manufacturing enterprises, railroad 
extensions and building operations 
is recognized as good business judg- 
ment, provided there be a demand 
or need for the result to be accom- 
plished from the expenditure of 
the proceeds of the bond issue. 
There is at this time a greater 
need for wide expansion in agri- 
cultural operations than ever before 
in the history of the world. It 
has been correctly said that “bread 
is as important as bullets,” and 
that “our farmers must dig the 
second line of trenches. Is it not, 
therefore, obvious that providing 
our farmers with funds, by means 
of the farm mortgage investment, is 
equally as important and patriotic, 


as the purchase of Liberty bonds, 
or other financial activities having 
to do with war preparedness? 

The first impression in consider- 
ing this inquiry is that the Federal 
Farm Loan banks, operating under 
the so-called Rural Credit Act, 
should and will supply the needed 
funds; and to a certain extent such 
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would be the case had the system 
been in operation a sufficient period 
of years to be of practical value. 
However, it must be remembered 
that the twelve Farm Loan banks 
have scarcely completed their pre- 
liminary organization work; that 
they have been overwhelmed with 
the detail work incidental to inves- 
tigating enormous volumes of appli- 
cations for loans that will never be 
made; and that the very newness of 
the system, entirely aside from the 
restrictions surrounding its loans, 
render it most inadequate to meet 
the present needs of our farmers. 
The annual convention of the 
Farm MortgageBankersAssociation 
held in Minneapolis, September 11, 
12 and 13, representing investment 
bankers having in force over one 
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billion dollars of American farm 
mortgage loans, developed the 
fact that, in recent months, there 
has been an alarming decrease in 
the purchase of farm mortgages 
by investors who have heretofore 
demanded these securities in greater 
volume than could be supplied, 
notwithstanding the fact that, by 
reason of increased land values, 
high prices for all food products, 
and the greater return to farmers, 
such mortgages are today a better 
investment than ever before. 

There can be but one reason for 
this condition: a mistaken idea on 
the part of the investors that their 
funds are more needed in other 
directions. It is by no means 
desired to deprecate the importance 
of our government's war issues, 
especially in view of the second 
Liberty bond issue immediately 
before us, but it does seem essential 
to direct attention to this fact: 

The diversion of investment 
funds heretofore available for farm 
mortgages, wholly or partially into 
other channels, will necessarily 
result in an immediate withdrawal 
of that financial aid now so badly 
needed by the American farmer in 
his efforts to comply with the de- 
mand for increased food production. 

Not only should there be no 
decrease in the purchase of farm 
mortgages by the insurance com- 
panies, savings banks and private 
investors who have _ previously 
absorbed these securities, but there 
should be created, as rapidly as 
possible, a new class of farm mort- 
gage buyers, to which end the 
co-operation of our bankers will be 
most valuable and effective. 
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Public Trust in Trust Companies 


The Story of a Co-operative Campaign 
That Reached a Million Readers a Week 


O ALL intents and purposes, we 

had a new product to exploit 
in Los Angeles. Trust company 
fiduciary service, as distinguished 
from individual, was comparatively 
new and generally unknown in the 
West, and particularly on the 
Pacific coast. 

We knew, as the public in the 
west did not know, that trust com- 
pany fiduciary service is as superior 
to individual service as the type- 
writer is to pencil and paper, as 
the cash register is to the old 
fashioned money till, and from the 
standpoint of increased volume of 
business the most important task 
assigned to the trust companies of 
the West was that of educating the 
people to the manifold advantages 
to be derived from the use of 
trust companies in representative 
capacities. 

We are the Pasadena Trust & 
Savings Bank, of Pasadena; the 
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Advertising Manager, Title Insurance & Trust 

Company, Los Angeles, Calif. 
Union Trust and Savings Bank, of 
Pasadena; the Security Trust and 
Savings Bank, the Citizens Trust 
and Savings Bank, the Guaranty 
Trust & Savings Bank, the Hell- 
man Commercial Trust & Savings 
Bank, the Los Angeles Trust & 
Savings Bank and the Title Insur- 
ance & Trust Company, all of Los 
Angeles. 

Fully cognizant of the limitations 
which the accident of location im- 
posed, we determined to combine 
our efforts in shouldering the 
missionary work of education. Fun- 
damentally, there was no difference 
between the West and the East so 
far as the inherent usefulness of 
the trust company is concerned, 
and the reasoning is sound and 
applicable to every branch of trust 
company service. We had the 
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groundwork already established— 
the machinery and facilities for 
supplying the service—but in our 
individual plans for the sale of our 
wares, co-operative publicity had 
been overlooked. 

For a number of years the lead- 
ing trust companies in the southern 
part of California have conducted 
individual campaigns for trust 
business, and results have been 
satisfactory. But the individual 
advertisement, especially along 
educational lines, is more or less 
submerged in the boundless sea of 
modern general display advertising. 
Particularly is this true of com- 
petitive educational copy on a sub- 
ject imposing so many natural 
limitations as does “trust company 
service.” 

Mindful of these conditions, we, 
the eight of us, agreed as an edu- 
cational measure to join in a com- 
munity advertising campaign of 
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trust company service. An estimate 
of the cost was made and a basis 
of sharing the expense agreed upon. 
The advertisements, a series of 
twelve, covered the most impor- 
tant fiduciary services rendered to 
the individual by the trust com- 
pany. The copy was carried in the 
seven leading newspapers of south- 
ern California and reached probably 
1,000,000 readers per week for a 
period of twelve consecutive weeks. 

Each advertisement treated of 
but a single service, in the simplest 
language intelligible to the layman. 
We were extremely careful to avoid 
exaggeration and statements. sus- 
ceptible of more than one construc- 
tion which could not be readily 
substantiated even by the most 
prejudiced. In other words, we 
attempted to give weight to the 
advertisements by use of a simple, 
straightforward style, dealing only 
with convincing facts. 

Under the heading, “What Can 
a Trust Company Do for Me?’’, our 
first brief editorial, we led up logic- 
ally to the plain statement of fact 
that trust company service is for 
everybody—for the widows and or- 
phans, for men of wealth and small 
estate, for women who have funds 
to be safely invested or property 
to be managed, for busy business 
men, corporations, syndicates, etc. 

Then came a series of brass- 
tack sermons entitled, 


For simplicity of expression and 
effectiveness, No. 11 in the series— 
“Are You Guilty?’’—is one of the 
strongest. 

“Are You Guilty,” it asks, “of 
having put off that vitally impor- 
tant matter, the making of your 
last will and testament? If so, the 
interests of your estate, and of your 
heirs, are being seriously imperiled. 

“No ONE BUT YOU knows the 
needs of your estate, the necessi- 
ties and conditions of your heirs, 
your intentions toward them, and 
their respective degree of merit. 

‘Make your will now and give 
your estate and heirs the benefit of 
trust company service by naming 
as executor therein one of the 
undersigned trust companies. 

“The cost of trust company 
executorship is fixed by law. It is 
no more, may be less, than for an 
individual.” 

In the twelfth of the series we 
summed up the campaign, telling 
clearly, “Why the Trust Company 
is a Public Necessity.” 

Thus was the educational work 
done, all of us having a joint 
interest and responsibility. Every- 
thing accomplished by each com- 
pany benefited all. For, clearly, 
the educational copy of the X Trust 
Company inures to the benefit of 
the Y Trust Company, and _ vice 
versa. 
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The names signed to the adver- 
tisements, comprising a group of 
the largest and most powerful 
financial institutions of the state, 
gave dignity to the campaign, and 
compelled attention. Each caption 
was made as forceful as possible, 
white space was generously used, 
and the character of the “set up” 
of each advertisement was distinct- 
ive in its simplicity. 

From the start we had the co- 
operation of the newspapers, which 
evinced much interest in the cam- 
paign, giving good position to 
every advertisement. The charac- 
ter of the copy commended the 
advertisements to them, and many 
practical suggestions for the con- 
duct of the campaign came from 
the newspapers themselves. 

No direct, specific results have 
been realized from the campaign, 
but none was expected. Its purpose 
was educational, and it was but one 
feature of a great educational work 
which the trust companies of the 
West must accomplish in develop- 
ing the maximum of trust business 
in this territory. 

Whether this result can be best 
accomplished by the _ individual 
campaign, or by co-operative or 
“community” effort is a matter of 
opinion. In other words, we have 
not attempted to answer for our- 
selves the question as to whether 
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along educational lines, 
will be the most effective 
plan of the future. 
Sufficient for the pres- 
ent is the knowledge that 
our campaign has been 
thoroughly effective. 
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Built for comfort—Paradise Park's new hotel 








The Banker’s Role in Civic Life 


Four Great Projects Stand as Monuments 
to the Tacoma Idea of Public Service 2s_>» 


UE south from Tacoma runs 
the highway—smooth and 
well kept as a city boulevard, yet 
passing through country unrivalled 
for its wild, rugged beauty. Behind 
the automobile of the tourist mile 
after mile drops silently away, lost 
in the heart of foothills that would 
be mountains elsewhere. Then the 
road sweeps in a broad curve to the 
east, up to the gateway of Ranier 
National Park—an American para- 
dise over which towers the 14,000- 
foot peak that gives it its name. 
Scenery such as this will ever 
lure sightseers by the thousand 
from sea-coast and lowlands to 
drink in the grandeur that is born 
only “up under the sky.”’ But all 
are not Alpine climbers, or hardy 
travelers ready to sacrifice every 
physical comfort for this spiritual 
reward. Washington's crowning 
glory would be lost to all save a 
comparative few if men had not 
stepped in and carried civilization 
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President, National Bank of Tacoma, 
Tacoma, Wash. 


with all its accoutrements to the 
front door of nature. 

And thereby hangs a story—not 
of Ranier Park alone, but of four 
distinct civic enterprises made 
possible largely through the far- 
sightedness and public spirit of 
Tacoma and Seattle bankers. 

When a banker manages his 
institution so well that none of his 
depositors loses a moment's sleep 
even in the hardest times; when his 
bill pouch is filled with collectable 
paper and the examiner finds noth- 
ing to criticize—is he entitled to 
spend all his time outside of 
banking hours in golf, travel or 
other forms of recreation? 

My answer can be guessed from 
another question: 

When a congressman has secured 
for his constituents all that they 
want or ask, and has done nothing 
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more, is he a statesman or only one 
of the common, or garden, variety 
of politicians? 

No community can grow unless 
its citizens give freely of their time 
and thought to its upbuilding. 
Any man who runs a bank success- 
fully must have a good general 
knowledge of all lines of business, 
and is, of course, accustomed to 
handling large transactions. His 
training fits him to be a leader in 
community-building, and in every 
city whose growth in recent years 
has been above the average, one 
will find upon inquiry that bankers 
have played no small part in that 
growth. 


Which leads the story back to 


Ranier National Park. This great . 


tract of mountain, snow and sun- 
shine is an asset to the bankers only 
insofar as it is an asset to the state 
of Washington; yet Tacoma finan- 
ciers have seen that the interests of 
the reservation are their interests, 
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and that the park deserves home- 
grown efforts at conservation and 
development. 

In the summer of 1914 Stephen 
Mather, in charge of all the 
national parks of the country, 
visited Ranier National on an 
inspection trip, and decided that 
the crude, insanitary camps for 
guests could no longer be tolerated. 
He also made up his mind that, 
following the custom in other 
parks, he would let all the con- 
cessions there to a_ responsible 
company—stating at the same time 
that a company of Chi- 


to remedy the situation. He suc- 
ceeded in interesting twenty 
friends, business men, who carried 
endowment life insurance policies 
and agreed to permit a hospital 
corporation to borrow money 
against them to finance the project 
—the hospital to pay the premiums 
and interest. Hence, today Ta- 
coma has a new, up-to-date general 
hospital, erected at a total cost of 
$200,000. 

But the activities of Tacoma 
bankers in this direction have gone 
far beyond the range of such local 
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flats. His interest was at once 
stirred in the possibilities of a large 
plant in this city, and consequently 
negotiations were opened with him 
by Tacoma bankers. 

Late last fall, after several 
months of preliminary planning, 
Mr. Thorne, Mr. Jackson, and 
John S. Baker, president of the 
Fidelity Trust Company of 
Tacoma, raised a fund of $500,000 
for the new yards, and in December 
an agreement was signed with Mr. 
Todd whereby he was to subscribe 
a similar amount. Soon after- 
ward a company was 





cago men was ready and 
willing to take them up. 
The government's inter- 
est in the matter was, of 
course, only that visitors 
to the park should be 
given every possible com- 
fort and convenience, in 
as large numbers as 
possible. 

But Chester Thorne, 
chairman of the board of 
directors of the National 
Bank of Tacoma, imme- 
diately started the 
formation of a company 
composed of Tacoma and 
Seattle men, offered the 
stock to the public, ob- 
tained a twenty-year lease 





incorporated under the 
laws of New York state, 
with capital of $1,500,000 
—a million to be paid up 
and the balance subject 
to call. 

Then followed the pur- 
chase of 100 acres of tide 
lands, and in July of this 
year the first keel was laid 
in yards designed for the 
production of twelve 
8,000-ton ships a year. 
Warships and great 
freighters are among the 
first vessels contracted 
for; before many months 








the hulls of a merchant 
fleet from the ways of this 
Tacoma plant will be 





from the government, and 
commenced work. The result was 
that last year a fine new hotel 
was completed in Paradise Park, an 
electric lighting plant was placed in 
operation, two tent camps were 
built at the foot of the Nisqually 
Glacier and Narady Falls, and 
many other improvements were 
made. But for Mr. Thorne’s en- 
terprise, the entire park would have 
passed out of the control of the 
people of Washington. 

There is, too, at least one 
strictly municipal project of great 
importance to the credit of Tacoma 
bankers and business men. Two 
years ago the city had no first-class 
hospital. S. M. Jackson, manager 
of the Bank of California in 
Tacoma, saw the need of one, 
however, and started a movement 


enterprises, and have proved a 
valuable asset to the government 


in the war crisis. A prominent 
official made the remark not long 
ago that one of the great problems 
of the United States resolved itself 
down to this: “Build ships, then 
ships, then ships.” Tacoma finan- 
cial interests have been largely 
responsible for giving to the city 
what is expected to become the 
largest ship-building plant on the 
Pacific coast. 

A little more than a year ago 
W. H. Todd, one of the most 
influential shipbuilders in the 
country, bought control of the 
Seattle Construction & Drydock 
Company. The week that the 
transfer was made he visited Ta- 
coma and was shown over our tide 
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carrying America’s car- 
goes to the ports of her Allies. One 
point to be emphasized is the fact 
that this great project was under 
way before the importance of such 
a shipbuilding program had been 
brought home with such force to 
the country as it now has. 

Turn from the sea to the land, 
and a fourth instance is found of 
what a banker's influence can 
accomplish in a like direction. 
For many years Stephen Appleby, 
cashier of the National Bank of 
Tacoma, has been interested in 
military matters; he was, more 
than any other one man, respon- 
sible for the ‘Plattsburg-plan”’ 
camps held at American Lake in 
1915 and 1916. In August of last 
year, during the period of training, 
he learned that the government was 
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desirous of establishing a division 
maneuver camp at the lake, cover- 
ing about 70,000 acres of land. 

Mr. Appleby evolved a plan to 
bring the camp to Washington, and 
his board of directors was suffi- 
ciently impressed by it to give him 
a three-month leave of absence, 
under full pay, to “put it over.” 
His work was most successfully 
accomplished. January 6 of this 
year the people of Pierce County 
voted a $2,000,000 issue, by a 
majority of six to one, to purchase 
the land and donate it to the 
government. 

The importance of this project 
has, of course, immeasurably in- 
creased since the entry of the 
United States in the world war. 
The war strength of the camp will 
call for more than 1,500 buildings, 
and if necessary it will be possible 
to quarter close to 100,000 men 
there. The coming of the post also 
means the expenditure of great 
sums of money in permanent 
improvements; it will increase the 
population of the county 20 per 
cent; it will give Washington 
ranchers a close-to-home cash mar- 
ket for their products; it means 
more work for local labor, and 
higher property values. 

This story is but a skeleton out- 
line of four projects which Tacoma 
bankers could, without laying 
themselves open to any suspicion of 


dereliction of duty, have left 
severely alone. There was no call 
upon them from without to venture 
resources, time and energy to 
obtain for Mt. Ranier Park its 
summer hotel and camps, for 
Tacoma her hospital and ship 
yard, or for Pierce County its 
military post. Yet these instances 
show what a broad thing of service 
a banker's public and private 
influence can be made. 

The banker's sphere is constant- 
ly widening—already it extends far 
beyond the limits ascribed to it by 
popular tradition; it has invaded 
the fields of agriculture, transporta- 
tion, stock raising, business 
building, and what-not. And all 
these are legitimate functions; 
every hour and dollar expended for 
public good means progress, and 
progress means banking business. 

One has only to point to the 
examples given here, to answer 
the question of whether it is worth 
while for the banker to play an 
active part in civic life. What 
these four enterprises have done 
for Tacoma and the surrounding 
territory cannot be measured in 
dollars and cents. Suffice it to say 
that never have the prospects of 
our city in every direction seemed 
so bright since the coming of the 
Northern Pacific railroad thirty 
years ago. 


Opportunities for civic service in 





Tacoma differ only in degree and 
character from those which present 
themselves in the country town, in 
the great financial centers and in 
the average American city of 
upwards of 50,000 population. 
The village which thrives only as 
agriculture in its community 
thrives, needs the support of its 
bankers in good roads movements, 
in the community agricultural ac- 
tivities and in the promotion of 
progressive government. 

Always open to the banker in 
the large cities is an interest in 
the important part his city invari- 
ably plays in national affairs, 
aggressive backing of bond issues 
vital to community progress and 
wholehearted advocacy of enter- 
prises which will improve the 
municipality's state of health and 
wellbeing. 

The average town has its average 
problems in the solution of which 
the bankers as a class may aid if 
they will. 

In all of these activities, appar- 
ently irrelevant to banking, the 
influence of the banker is being felt 
as never before, I know. But as 
the community grows, its problems 
become more difficult and more 
numerous. So the banker's role in 
civic life increases in importance in 
the caste which has the municipal- 
ity as its stage. It pays to keep 
brushed up on the part. 
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The A.B.A.in War Convention 














\ AR reared its head 
' above all else at the 
forty-third annual conven- 
tion of the American Bank- 
ers Association at Atlantic 
City— overshadowing every 
political, personal or partisan 
War stood 
forth in every address; it 


consideration. 


was the measuring rod of 
every official action. It 
showed in the pledge of 
the bankers to support the 
program outlined in the 
Agricultural Commission’s 
























HE work of the banks 
since the start of this 

war will stand as a bright 
spot in history, fit company 
for the financial achieve- 
ments of other great Ameri- 
|. can wars; but it should do 
}| more -it should bring about 
a popular sympathy with and 

| understanding of banks and 
bankers such as never before 
existed. The first and 
second Liberty loans have 











¥,| | brought America’s financial 














men much closer to the rank 





report and discussion on the 
food-finance problem; it showed in the burst of patriotic 
indignation that swept the meeting when Belgium’s terrible 
story was told by Rev. Newell Dwight Hillis; it showed 
when the immensity of America’s financial task was pointed 
out by Secretary McAdoo in its relation to the second 
Liberty Loan; it showed in the ovations given Lord 
Northcliffe and Nicholas Murray Butler. It showed, too, 
in the solid front presented at group and sectional meetings 
by every unit of the A.B.A. ‘‘America First—in War and 
Peace’’ was truly the keynote of this greatest of conventions. 





and file of the people, and 
certainly have banished any illusion that bank patriotism is 
perfunctory or self-seeking. One disinterested spectator 
at the Atlantic City convention wrote home thus: ‘‘After 
seeing this | am convinced that the bankers are the most 
patriotic single group of men in the country today.” 

This photographic insert, containing pictures taken 
especially for The Burroughs Clearing House, throws some 
interesting sidelights on the business and social phases of 
the gathering, and prominent financiers present. 





A rolling chair gathers no moss at Atlantic City, but these did line up long enough for a photo before the A. B. A. parade started 








“Keep Your Powder Dry and Yo 


LORD NORTHCLIFFE: 

‘I wish to indicate a joint in our 
armor which an unscrupulous and un- 
sleeping enemy is sure to attack, and 
I want you, the massed battalions of 
finance, to bring up your reserves and 
simply smother him with all arms 

subscriptions of a million dollars and 
subscriptions of a hundred dollars.”’ 


SECRETARY McADOO: 
**All these things must be done, and 
done quickly. It is upon the treasury 
of the United States that every demand 
in time of war focuses, because every- 
thing goes back to the gold pile. The 
problem of the American treasury is the 
problem of the American banker and 
the problem of the American people.’ 


TLANTIC CITY did most of its surf bathing by proxy, 
from the boardwalk, during convention week. The 
surf was there as usual—in fact, a little more than 
usual— but somebody forgot to turn on the heat, and 
the great American swimming pool has a habit of 
getting chilly when left without janitor service in 
late September. There were more life guards on the 
beach most of the time than there were bathers. 
The surf game isn’t much fun when one has a whole 









At the head of the parade Misses 
Mary and Clare Tilghman, daughters 


of W. B. Tilghman, Jr.. Director, Sal ocean to himself, so one stood around and waited for 
isbury National Bank, Salisbury, Md 


the other fellow, who, in the aggregate, did likewise. 
Even the scheduled lifeguards’ drill was cancelled. 


PETER W. 
GOEBEL: 
**The business of this 
country is war. * * The 
matter of first importance 
is that bankers should 
have their institutions 
fully equipped to meet \. 
extraordinary as well as 

ordinary demands.”’ 
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HIS frigidity made roller TT 
chairing the popular outdoor § 
sport. It is estimated that the dusky } metir 
chauffeurs of these wicker limou- } —th 
sines traveled enough miles during } with 
the week to take them twice around 4 press 
the earth and back again. The 4 diver 
official parade was an unqualified } City, 
success. When the starting gun }is rig 
was fired there were approximately 4 cepti 
200 chairs in line, each carrying }trap- 
full quota of passengers, and-the tswap 
tour took in a man-sized slice of the }time 
boardwalk, with a short run through i peop 
other sections of the city, just to }busir 
prove that macadam still existed. 


piece 








A trio of travelers from: Arkansas 


ELEVEN TIMES A.B. A. SECRETARY 
Convention week was a significant anniversary for 
Fred E. Farnsworth, general secretary of the Ameri- 
can Bankers Association. Exactly ten years ago, 
September 24-29, the bankers convened at Atlantic 
City, and Colonel Farnsworth was elected secretary 
for his first term. This year, during the same week 
and at the same place, he was chosen to that post for 
the eleventh consecutive time. The growth of the 
association during this eventful decade shows how 
his job has grown. September 1, 1907, it numbered 
9,251 members; September 5 of this year, 17,349. 





Business first, tha the bo: 





yy Assets Liquid’—7fe Slogan of 17 


THE NEW A. B. A. LEADER: - NICHOLAS MURRAY BUTLER: 


Charles A. Hinsch, President of the ** Any human being who asks for peace 
Fifth-Third National Bank, Cincinnati, on any other terms than unconditional 
O., isthe second ‘‘warpresident’’ of the surrender is asking another and still 
A.B. A., succeeding Peter W. Goebel. greater war. Peace will come only 
Robert F.. Maddox, President of the when the supreme confidence the 
Atlanta National Bank, Atlanta, Ga., Germans have in their instrument of 
was elected vice-president, and Fred armor is brought to defeat. That is 
E. Farnsworth re-elected secretary. the only road to peace.”’ 


re YGRAPHIC variety is the spice of convention 
life. Last year at Kansas City the bankers and 
their friends had rolling Missouri hills for scenery, and 
a horse show and other sports for recreation during a 
day spent at the beautiful estate of R. A. Long. This 
year eight miles of boardwalk, plus an equal stretch 
of surf and salt breezes, provided spice enough for 
any scenic gourmand, from the pretentious palate of ; 

the Rockies to the arid appetite of Arizona. And all (eae teen sambus and 
climates were represented, too. Now it’s Chicago’s BG pt ah dene gals anngnile 
task to prepare an equally attractive menu, which the 

1918 convention city undoubtedly will do. 








Te — ™ = BENJAMIN R. 

>The 4 artis — a BES l/s os os 

ler HE Liberty Bond, or coupon, Leth ~qetae STRONG, Jr 

loor _form of tickets was used in pangert! **One-half of our finan- 

isky } meting out pastime to the delegates s ef cial army is equipped 

ou- §—they being supposedly familiar 3 with modern machinery 

ring }with the clipping of same. The . by membership in the 
ie E ye ses el ia 4 — (Reserve) system; the 

und }press agent says there 1s endless ' » . mm other half, equally 


[he 4diversion’’ to be found at Atlantic 
ihed } City, and for once the press agent 
gun }isright. Between the steel pier, re-  * Ba 
itely }ceptions and dances, golf, yachting, . 
ying }trap-shooting, meals, strolling, yarn- 
the }swappingand acquaintance-making, 
the Jtime hung very lightly on most 
ugh §people’s hands. Not to mention 
t to business, which, of coursé, was the 
ted. A piece de resistance —also raison a’ etre. 


patriotic, is ineffectually 
armed.,”” 





A venerable figure James B. Forgan 


WHEN IRISH MET IRISH AND IRISH 
The boy who paged Mr. Irish at the convention did 
well to ask for initials first; else he might have a 
superfluity of Mr. Irishes on his hands. For there 
was a trio of them there. These Three Musketeers 
of Moneydom—the Athos, Porthos and Aramis of 

m - ine sii Finance—got together the second day—hence this 
3s first, th the boardwalk . . 5 . “ ~ a 
picture. From left to right they are: Edward S. Irish, 
Cashier, Denver National Bank, Denver, Col. ; Wil- 
liam S. Irish, Vice-President, First National Bank, 
Brooklyn, N. Y.; Fred A. Irish, Vice-President, 
First National Bank, Fargo, N. D. 
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which certifies to 
the bank when the 
work is finished 
and the electric 
service has been 
installed. The 
contractor can 
then borrow from the bank. 

All collections from the house- 
holder are made by the bank. As 
these collections are received, two- 
thirds of the monthly installment 
is used to reduce the face of the 
contractor's note and one-third is 
credited directly to the contractor's 
deposit account, the bank charging 
a 5 per cent fee for collection. 

By introducing itself into the 
house-wiring situation, the bank 
relieves the illuminating company 
of obtaining money to finance local 
wiring contracts, at the same time 
assuring that unlimited funds for 
that purpose will always be avail- 
able. 

During the first six-month period 
of the plan, from July to Decem- 
ber, 1916, more than2,ooocontracts 
were handled, and at the end of 
that period the bank was carrying 
1,100 contracts, its outstanding 
loans to contractors aggregating 
$50,000. It is estimated-that an 
average of 400 of the 500 contracts 
now being closed each month for 
wiring old houses in Cleveland are 
taken on the installment plan and 
are financed by the bank. 

The present system is an out- 
growth of a partial-payment plan, 
with commissions for contractors 





who wire old houses, under which 
the Cleveland contractors and cen- 
tral station companies have been 
co-operating for several years. In 
1915, 4,500 houses were wired 
under this schedule, and during 1916, 
about 6,200 were connected up. 
Prior to June, 1916, however, the 
collection payments were carried 
by the contractors themselves, 
except in the case where the 
customer paid cash and received a 
discount from the schedule of flat 
prices established by the illumi- 
nating company. Approximately 






140 con tractors, 
large and 
small, received 
the con tracts. 
Some, w ho 
were contrac- 
tors in name 
only, cut prices with 


an outside agreement with the 
customers, although they signed 
contracts on the illuminating com- 
pany schedule. A reduction of profit 
to the point where real wiring con- 
tractors, having regular overhead 
expenses, began to feel that they 
did not care to continue this class 
of work, was the result. 

Although accompanied by a tem- 
porary but anticipated falling off 
of the number of houses contracted 
for, the situation was cleared by a 
notice to all contractors that no 
commissions would be paid for 
wiring contracts obtained after 
June 10, except such as were taken 
under the schedule and delivered 
to the Guardian Savings and Trust 
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Company, and 
upon which pay- 
ment had been 
made for at least 
three months. 

While the num- 
ber of contractors 
continuing in this class of work 
immediately reduced itself to about 
ten, by the end of the year the 
number had risen to thirty, includ- 
ing virtually all of the representa- 
tive wiring concerns in the city. 

After July there was little, if any, 
price cutting, so that those who 
remained in the business realized 
a fair profit, and the installment 
plan, which had fallen into disuse 
by reason of the cash basis, was 
again put into effect. 

That most of the representative 
contractors in Cleveland are now 
taking advantage of the bank- 
financing plan is a matter of bank 
record, and inquiries indicate 
that the plan has proved popular 
to all interests affected. Placing 
the wiring houses on a frank and 
open basis of straight business, it 
has both simplified the problems of 
financing and removed all sources 
of embarrassment for the house- 
holder of scant means who wishes 
to avail himself of the easy- 
payment opportunity. 

Expectations that the volume of 
contracts would return to normal 
level after the change in policy and 
that the rate of gain would exceed 
even its former proportions have 
been fully realized. 
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Attractive posters like these induced thousands to think seriously of having the old home wired 
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What's What in Bank Advertising 


A Monthly Department Devoted to 
Comment, Suggestion and Criticism 


ON'T forget that November is 
Thanksgiving month and that 

we Americans have a good deal to 
be thankful for 


By T. D. MACGREGOR 


Vice-President, Edwin Bird Wilson, Inc. 
14 Wall Street, New York 





even if we are in A 
war. Thanksgiv- 


business even the impressing of a 
bank's personality upon its com- 
munity is not left to chance. The 

so-called new 








ing bank ads. 
will be very 








business de- 
partment has 
stepped in to 
systematize and 


appropriate dur- to take advan- 
ing the turkey tage of every 
MANAGEMENT OF PROPERTY iti ie 

month. OUTWARD BOUND ar ae ‘ sna legitimate op 

olonial days, the landed proprietor spent much of his time . 
- in personally managing his property, collecting rents, patie p or c unl t ¥ fo r 
c: E RTA I N N early days, the prudent Philadelphian tenants, and supervising repairs and improvements. h . 
9 made his will and turned over his property The busy American of to-day may relieve himself of these cares p usnin g t h e 
nationa ] to a trustworthy Agent before undertaking a 


bank in a small 


The traveler of today may avoid trouble and Ask for our folder 
: f inconvenience while absent by appointing this a 
sout he Em €1t y company as Agent for the collection of income 


has deposits of 


ooo. The reason 
given for the 
remarkable suc- 
cess of the insti- [r- 


415 Chestnut Street 


sea voyage. 


and management of his financial affairs. 
uk Account 


nearly $0,000,- a 
Philadelphia Trust Company — 


Philadelphia 


+ folder 415 Chestnut Street 


and worries by appointing this company as agent to act for him 
in all such matters 


Philadelphia Trust Company 
1415 Chestnut Street 
Philadelphia 


business of the 
institution by 
means of the 
personal efforts 
of an organized 








1415 Chestnut Street 








tution is the fact 
that its officers 
have made it a 
point to culti- 
vate the person- | 








OUT ON THE FARM 








FIELD SERVICE 


CTIVE duty in the field makes it difficult for the soldier to 
properly attend to the details connected with the manage- 
ment of his personal affairs. 
Those thus situated may relieve themselves of business cares by 
appointing this company as agent to represent them while absent. 
Write for our folder 





force of trained 
workers. In my 
book on a bank's 
new business 
| department, | 
} state the pri- 
} mary purpose of 
| such a depart- 








i SE who engage in agricultural work have but little time ee “ 
al acquaintance | ray tae ng eat ar tg eatin: Aincantl ment to be “to 
> This company acts as Agent for those thus occupied. Its service lade la ihTus ompany i i 
Of all its depos- | imiuie'th'ptchs, tle and management fel Pathe ee er ee maintain and 
itors. Most of | ee Philadelphia promote the 
| < ‘ = 4 
the officers have | Philadelphia Trust Company growth and pres 
desks separated ee ee Fig. 1. tige of the bank 
iladelphia 





from the public 








lobby by only 
a low railing in which there are 
several convenient openings, so 
that the officers can quickly pass 
out into the lobby to greet deposit- 
ors as the occasion arises. The 
result of this policy is that the bank 
is very popular in its community— 
a popularity which is reflected in its 
large deposits and big volume of 
business. During the past year, 
the total resources of that bank 
have increased from $7,617,328 to 
$10,353,852 and the deposits from 
$6,037,045 to $8,800,884. Of 
course, it would be impossible for 
very large banks to carry out this 
idea as far as their officers are 


concerned. Even with many officers, 
it would not be feasible for them to 
make the personal acquaintance of 
each one of thousands of depositors. 


PON the department of pub- 

licity and new business of a 
bank not only rests the responsi- 
bility of reflecting the spirit and 
policy of the institution, but to it 
also falls the duty of looking after 
the intensive cultivation of its de- 
positors and customers, now made 
so necessary by war-time conditions 
which demand the utmost economy 
and efficiency in business efforts. 
But in these days of system in 
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An unusually attractive series 


by every ap- 
proved method, 
and to assist in keeping up the esprit 
de corps, loyalty and efficiency of 
its working force, so that customers 
and the public may be better served 
and the good-will of the institution 
steadily increased.” 


HAT'S a singularly appealing 

series (Fig.1) of the Philadelphia 
Trust Company, combining artistic 
appearance with forcefulness of ex- 
pression. The illustrations of ‘‘Out- 
ward Bound” and ‘‘ Management of 
Property’ (A and B) are especially 
attractive, while ‘‘On the Farm” 
and ‘‘Field Service’ (C and D) re- 
flect the timely influence of the war. 
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i e- S. MATTHEWS, (¢ 
advertising manager 

of the Farmers and Mer- 
chants Bank, of Stockton, 
Cal., writes: 

“We know of no fea- tee 
ture of bank advertising 
in which the human in- 
terest element 


is more a i you — buainess t "ot eae tha oma : 
ing ee your do. Join the thous 
pronounced than _ the The community end yourself pearl 
appeal to children and First National First 





young people to save 1 
their money. Both newly 


Information | 
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ss man frequently 


Our Conner are welcome to were 
wi our officers for ah 

bank! ne Pet ce. or help in mak- 
s. deciding upon 
ies. obtaining 
jit information, or in any to carry 
similar matter 
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We want our depositors to 
use us wherever possible, as we 
believe that the ability to use 
our banking 


Bank 


He Who Saves 
Helps Three 


g"uments for thrift and there 
information good wages 


looks bright 





Save all vou can from vour 
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connection e 
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Wisdom in 
War Time 


You are em 


oing along finely 
ent is prosperons 


as you can today 

This is the sensible thing to 
ands of wise 
e doing it at t 


First National 
Bank 


at the receiving teller’s 
window that count. Now, 
I'm going to give away a 
trade secret. That eques- 


Your ures: trian cut is No. 18 of 
ou 

insure your fu- 
ture so far as you can by sav- 
ing some of your present earn- 
ings against a time when for 
one reason or another you may 
not be able to earn as much 


Army and Navy Series 
No. 3, in the catalogue of 
the American I ype Foun- 
ders Company. Anybody 
can buy it for thirty cents. 
I've no doubt either but 
that the Des Moines 








married couples and 

proud parents of newly- 

born children we have found ideal 
prospects for our savings depart- 
ment. 

“Our new business department 
obtains from the county recorder 
each week the names of newly mar- 
ried couples to whom we address 
letters of congratulation, calling 
their attention to the importance 
of starting a savings account at 
once. Often a blushing bride in- 
forms the savings teller that she 
received a letter from the bank. 
Some say it was very nice of the 
bank to congratulate them and 
consequently they desired to open 
an account. 

“We offer to start a child's sav- 
ings account with a deposit of one 
dollar to remain in the bank until 
the child is of age. We also tell 
the mother that by calling at the 
savings window with the letter she 
can have, with our compliments, 
an attractive baby book. The 
names of the parents are obtained 
each week from the health officer. 

“We have obtained a list giv- 
ing the names of children, their 


Los Angeles Parks 
give evidence of the public spirit of this rapidly 
growing western community. 


Guaranty Trust & Savings Bank 
Spring st Seventh St-L os Angles 


Capital $1,500,000 Deposits $24,000,000 = @ 





Fig. 2. Three striking war-time ads. 


birthdays and the names and 
addresses of their parents. We 
plan to write the children birth- 
day congratulations, and suggest 
that should their parents consult 
them as to their wishes for a 
birthday remembrance, they ask 
for a savings account and one of 
our home safes. We likewise tell 
them that if they will present the 
letter at the savings window we 
will be pleased to give them tickets 
to a local theater as a birthday 
remembrance from this bank.” 


GUESS I've been in the busi- 

ness long enough so that | won't 
be accused of throwing bouquets at 
myself if I reproduce that General 
Thrift’ advertisment (Fig. 4) which 
| wrote for the First Trust & Sav- 
ings Bank, of Des Moines, together 
with comment thereon by Irving 
J. A. Miller, a Chicago poet. I am 
reproducing the advertisement for 
purely didactic reasons. Mr. Miller 
wrote the bank thus: 

“Listen: In the language of a 
street urchin— that is some ad. you 
sent me yesterday. | am greatly im- 
pressed with it. It is A-1 in every 
respect. Absolutely no fault to 
find in its make-up or technic; it is 
faultless. | am wonderfully pleased 
with the caption “General Thrift.” 
That is out of the ordinary and ex- 
ceedingly ‘catchy. I congratulate 
you and take off my hat to ‘Gen- 
eral Thrift.. Keep up the lick!’ 

As Briggs, the cartoonist, says, 
“Ain't it a gr-r-rand and glor-yus 
feelin’ to have your work appre- 
ciated, but, after all, it is the results 
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bank would grant permis- 
sion for banks elsewhere 
to use the copy now, so 
if you like the General, gentle- 
men, ‘go to it.” 


N the same principle that it’s 

harder to make a good short 
speech than a good longone, itseems 
to be more difficult to turn out a 
good small-sizedadvertisementthan 
to create a larger one. The First Na- 
tional of Seattle has succeeded well 
in its series of small ads. (Fig. 2). 


HE word “‘pretty”™ is not often 

applied to a bank advertise- 
ment, but that certainly describes 
the advertisement (Fig. 3) of the 
Guaranty Trust & Savings Bank, 
of Los Angeles, in regard to the 
parks of that city. 


ANK window display ideas 

which have come to my notice 
recently include 
these: A Denver 
bank uses a 14- 
inch hour glass 
filled with small 
shot, silver and 
iron pyrites in- 
stead of sand. 
Every twelve 
minutes an eleéc- 
trical device 
reverses the 
hour glass. One 
of the adverti- 
sing placards 
reads: “When 
the sands of 
your life are 
run, will you 
have to worry 
about the wel- 
fare of those 


General Thrift 
will win this war 


England's first war loan 
had only 199,000 sub- 
scribers; in the latest one 
there were over 8,000,000. 


| The reason was that, in 
the meantime, the war 
had been brought home 
to England. 


Our country will have a 
similar experience. We 
will have to save before 
the war is over. Why not 
begin to do it now and 
help America to end the 
war quickly ? 


TRUST @ SAVINGS BANK 
Locust -N. W. Corner -Seventh 


Fig. 4. A winner 
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Make Life Insurance 
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Life Insurance premiums 
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The Prosperity of the South 


Is reflected in the increased number of checks 
drawn upon Southern banks. 

These same banks are enjoying larger deposits 
than ever. 

Why not take advantage of the present oppor- 
tunity to increase profits? 

A portion of your account placed with us will 
entitle you to a liberal share of our enormous 
volume of Southern business. 


THe PuraperpHiA NATIONAL BANK 











r A MAN IN INDIA 
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As the young men fortunate enough to be 
chosen for the National Army are being 
mobilized, it behooves those of us who stay 
at home to realize that we too owe our 
country important duties. 


Among these duties are conservation of 
resources to the uttermost and the use of 
energy and sound judg- 
ment in the promotion of 
the business interests of our 
community and nation 


Rhode Island 


Hospital Trust Company 
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D Practical Patriotism || of Service mm 





DETROIT TRUST 
COMPANY 


DETROIT, MICHIGAN 


Writes us as follows: - 


Yenang Young, Upper Burma, India, 


The First National Bank, 


I amsending to your bank some 
Money to be deposited oninterest. Youwill 
receive more eachmonth through Hongkong & 
Shanghai Banking Corporation of India. 

You probably have forgotten me, I 
used ta do business with your bank 12 or 
16 years ago. I left Sistersville when the 
Illinois oil field was opened up and have 
gone west until I came here. I have been 
in Burma 14 months, You will hear fron 
my bank here. 

Yours truly, 


: Is this not excellent proof that the service rendered by 
this bank is appreciated? 


FIRST NATIONAL BANK 


SISTERSVILLE, W. VA. 








dependent upon you?” A Des 
Moines bank used a photograph 
of the Woolworth Building, New 
York, intimating that thrift built 
that $13,000,000 skyscraper, and 
that it was really a monument of 
thrift. W. R. Morehouse’s bank 
in Los Angeles showed in _ its 
window a pile of “spuds” with the 
placard “65 pounds of potatoes— 
$1 worth in normal times,” while 
the card over another pile said, 
"32 pounds of potatoes—$1 worth 
now. ‘The larger card in the 
center suggested: “A dollar buys 
less now than in normal peace 
times. Save your dollars now to 
buy more after peace is declared— 
$1 Opens a savings account.” 


HE excellent heading and bor- 

der of the savings advertisement 
(Fig. 5, A) of the Cleveland Trust 
Company are especially to be com- 
mended. The distinctive use of the 
company's signature also is good. 

That's a strong appeal in the 
Philadelphia National Bank's 
“Prosperity of the South” adver- 
tisement (B). 

Replying to F. M. Staker, pub- 
licity manager of the Commerce 


Fig 5 From North, South, East and West 


Trust Company, Kansas City, Mo., 
who asked comment on his 
‘Making More Room” advertise- 
ment (C), I said: 

| think the heading would have 
been improved had you said 
“Improvements which will help us 
to serve you better." Then you 
would have been able to put across 
a complete advertisement in the 
heading, which | think is a desider- 
atum. As to the illustration for 
this particular ad., why would it 
not have been better to show floor 
plans which you could have marked 
in hand-writing or by means of 
arrows indicating the changes and 
improvements which you have 
listed under the five numerals in 
the body of your advertisement? 
It seems to me that this would have 
driven the idea home more quickly 
and more forcibly; or you could 
have run a series of advertisements 
showing how the facilities of the 
different departments were being 
improved for the benefit of cus- 
tomers.” 

The “Practical Patriotism” ad. 
(D) of the Rhode Island Trust 
Company was used while the first 
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Making More Room 


Our best effort is expended in living / | 
up to our motto— ” a 
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“Every Banking Service” 


The rapid growth of this bank has require 
sderable i fe lore 

im our quarters in order to maintain what our 

customers have named “Commerce Trust 

Service.” 
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We have just completed the following changes: 
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Moved three departments— 
Bond. Real Estate Loan, and Trust 
—to the second floor of the build 
ing (entrance 214). and installed a 
prvate elevator to operate between 
the bank and that floor, Added 
space 3880 square feet 
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2 Installed 8 additional tellers 
windows for more rapid handling of 
your business. 


3. Built two private conference 
rooms for your convenience in con 
eulting our officers. 

4. Added 20 per cent more 
space for the clerical force of the 
banking department. 
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5. Remodeled and redecorated 
the ladies’ retiring room. 
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These changes will add materially to your 
comfort in our bank and we will have added 
pleasure in helping those who are and those 
who might be our patrons. We will extend 


uu a warm welcome in our enlarged quarters 


/ 
= | 





Capital, Surplus and Profits, $2,186,612 
Total Resources Over $33,000,000 
Member Pederal Reserve System 


KANSAS CITY, MO. 








instalments of the National army 
were entering their cantonments. 

A set of proofs of a good series 
of advertisements was sent me by 
the Detroit Trust Company. “The 
Spirit of Service’ advertisement 
shown (E) is a very pleasing one 
typographically. The only criti- 
cism to be made is that somewhat - 
larger type should have been used 
for the body. One of the other 
advertisements submitted dealt 
with the investment of insurance 
money. The heading was *Attain- 
ing your Obiect.”’ I pointed out 
that a better heading was buried 
in the ad. itself—viz.: “Insurance 
Money Well Invested Wiil Last 
for Years.” This company adver- 
tises a public accounting depart- 
ment which will devise and install 
a factory cost and general office 
system for customers. 

Regarding the’ Man from India” 
ad. (F) of the First National Bank 
of Sistersville, W. Va., I wrote 
A. C. Jackson, president of that 
institution: 

“| think there is just one way in 
which your advertisement could be 
improved, and that is, by adding 
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to the heading the words “Sent 
a deposit to the First National 
Bank.’ You can readily see that 
this would give you a complete 
advertisement in the headline itself 
—namely: “A man in India sent a 
deposit to the First National Bank.” 


SPECIAL letter of congratula- 

tion to young men drafted for 
the National Army fromShelbyville, 
Ill., was sent by the First National 
Bank of that city, an institution 
which is a consistent advertiser, 
under the direction of J. C. 
Eberspacher. The Atlanta Trust 
Company advertised: 

“It gives the Atlanta great 
pleasure to offer to the men called 
by war from home and from their 
places of business, the facilities of 
our trust department for the safe- 
keeping of their securities. We 
shall be glad to hold securities of 
any description in our vaults, make 
collection of coupons, and remit or 
deposit the proceeds as directed. 
Wills also may be placed in sealed 
envelopes and filed in our vaults 
for safe-keeping. This service will 
be entirely without charge. 


“IDUY your Liberty Bond from 
Liberty Bank,’ and “Save the 
Liberty Dime in the Liberty Bank 
for the Liberty Loan” were slogans 


Profits vs. 


N THE last few years American 

bankers have 'made rapid strides 
in their efforts to analyze their ac- 
counts on a scientific and impartial 
basis. The principle thatthebalance 
carried should be in fair proportion 
to the volume of business handled 
has long been recognized, but .it is 
only in the last few years that 
bankers have been analyzing their 
customers deposits to determine 
exact collection and handling costs, 
and to satisfy themselves as to 
what proportions of their balances 
represent collected funds and float. 


used in its first Liberty Bond 
circular by the Liberty Trust & 
Savings Bank of Chicago—a piece 
of publicity justly praised by R. 
W. Wooley, director of publicity, 
Liberty Loan of 1917. 


ROM Spokane, Carl W. Art, 

publicity manager of the Old 
National Bank, writes: 

“This Old National Bank letter 
has been used several times in 
addressing a new list of school 
teachers at the opening of the 
school year. It is an appropriate 
time to address them on the 
subject because it has been our 
experience that the months of va- 
cation witness a rather wholesale 
withdrawal of school teachers 
accounts, owing to the fact that 
they are usually paid salaries dur- 
ing only ten months of the year, 
and take extensive vacations during 
the summer months. The results 
have proved quite satisfactory, the 
Old National Bank having a great 
many school teachers deposits, 
and we believe that the letter has 
helped keep up the good work.”’ 

The letter referred to follows: 

‘Dear Madam: With the opening 
of the school year has come the 
problem of readjusting personal 
finances. You are anxious to 
arrange them so that vacation 


Losses in 


By C. O. ROBINSON 


Manager Transit Department 
Fletcher American National Bank, 
Indianapolis, Ind. 


These facts can be determined and 
be made the basis of an acid test 
which leaves no room for doubt. 

It is not the purpose of this 
article to go into detail regarding 
the method of analyzing an account, 
but to treat with the analysis in the 
completed form,—the conclusions 
to be drawn and the benefits accru- 
ing to a bank and its customers. 
It might be well, however, to 
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time next year will find you pre- 
pared with ready money—and a 
snug nest egg for emergencies. 
A simple, practical plan is all- 
important. We suggest the ‘Old 
National Plan’—the method suc- 
cessfully followed by dozens of 
Spokane people in every walk of 
life. First, fix a sum that you feel 
you can and should save each 
month. As soon as you receive 
your salary, deduct this amount 
and deposit it in your savings 
account here. Consider your salary 
as being just that much less than 
it really is. 

“Now deposit the balance in your 
Old National checking account, and 
pay all your bills by check. Your 
checks will automatically become 
receipts for every dollar spent, and 
will systematize your expenditures. 
By comparing them from month to 
month you will find many little 
ways to economize that did not 
occur to you when you paid every- 
thing in cash. 

“This merely outlines our plan. 
Its possibilites are almost limitless 
and we would like to explain it 
to you in person. Come in and 
talk it over with us next Saturday 
morning—or when ever it is con- 
venient. A call will not obligate 
you in any way.” 


Accounts 


review the items of income and 
expense which are the basis of a 
practical analysis. On the expense 
side we have— 

Interest on balances (after de- 
ductions are made for items in 
transit) ; 

Collection costs; 

Cost of making transfers; 

Overhead or administration 
expense. 

The sources of income are mainly 
interest realized on loanable balance 
and exchange charges collected. 

In addition to the items 
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mentioned, other items of expense or income emana- 
ting in the various departments of a bank will occasion- 
ally enter intoan analysis. The bond, credit and foreign 
exchange departments quite often have factors of the 
greatest importance in determining the actual value 
of an account. 

An analysis to be thorough should extend over a 
period sufficient to cover the account under all con- 
ditions. Balances fluctuate at certain seasons. 
Exchange on larger cities may be at a premium now 
and selling at a discount at a later period. It is 
customary to analyze for periods of one month and if 
at the end of that time an account should show a 
startling loss, steps should be taken at once to place 
it on a better basis. Otherwise the analysis should be 
carried forward for further evidence of loss or profit. 

We will assume that we have analyzed the account 
of a correspondent bank. If it shows a fair profit, 
well and good, but if a loss is indicated the analysis 
sheet is open to the closest study. Conceivably an 
increase in balance or the elimination of part of the 
expense will establish the account on a profitable 
basis. In agood many cases this is the only solution 
and can be accomplished if the case is placed before 
your customer in an impartial and diplomatic manner. 

However, it is frequently the case that the fault is 
at your end of the line. Your correspondent wants 
to carry a balance with you, but you are overloading 
him with local items and he is constantly shipping 
currency tocover. The local conditions may be such 
that the outward shipping of currency is chronic, 
and your volume of business increases this expense. 
This would clearly demonstrate that you need other 
connections or outlets and you will consequently 
take steps to relieve this condition, and you will 
strengthen your standing with your correspondent 
by lightening the load. You have also gained valu- 
able information as to local conditions. 

If you are able to clear items at par and your cor- 
respondent is charging you exchange, then you are 
justified in placing this expense in your analysis and 
expecting the income to absorb it. On the other 
hand if it is a general charge point, due allowance 
will have to be made for this condition. 

While we have discussed the analysis of the ac- 
count of a correspondent bank, it is true that the 
accounts of commercial houses and individuals are of 
perhaps greater importance, in that all banks are 
dependent on this class of business, while many of 
them are not favored with the accounts of other bank- 
ing institutions. As a rule no interest is paid on 
commercial accounts and the expense of handling 
them is correspondingly reduced, and usually they 
will be found to show a greater margin of profit. 

It is undoubtedly true that many banks and com- 
mercial houses have been able to correct losses, of 
which they were unaware until a scientific analysis 
brought them to light. The policy of charging a 
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Every device in the broad 
and comprehensive line 
of loose leaf devices and 
systems manufactured by 
the Kalamazoo Loose Leaf 
Binder Company is designed 
to meet some particular re- 
quirement of the accounting 
department, designed to 
increase the speed and effh- 
ciency to the highest degree. 
As the result the Kalamazoo 
Devices are recognized as 


the leaders in the field. 
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The Kalamazoo Style ‘‘C”’ 
System is the highest attain- 
ment in the manufacture 
of loose leaf devices. The 
Style ‘‘C’’ System has made 
mechanical posting and 
accounting more practical 
and desirable, and the many 
exclusive features embodied 
in this system 
have made it the 
final choice on 
most occasions 
when a careful 
survey of the 


whole field has 
been made. aaa 
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Kalamazoo Loose Leaf Binder Co. 


Kalamazoo, Michigan 


BY INVITATION 
MEMBER OF 
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Easy access to accounts the dominant feature of the 


ADJUSTO TRAY-BINDER 


THE only device that combines all good features of both 
Tray and Binder, providing CONVENIENCE, SPEED 
and SERVICE that cannot be obtained with any other 
posting machine ledger equipment. 


Sheets held at any 
easy handling. 

en Corrugated base 
sheets creeping. 
Offset sheets held in align- 
ment by offset rail. 
Smooth-padded under base 
rests firmly on desk or 
stand. 

Carrying handles securely 
attached. 


desired angle for 


prevents 


The Adjusto is more notable by comparison with 
other equipment. This is the Ideal Posting 
Machine Ledger. 


“Ask any user—he knows” 


NOTE THESE ADVANTAGES: 


Durable steel constuction. 
Complete in itself—no extra 
attachments. 

Fits sheets of any size or 

punching. Ample room for 

handling sheets. 

Strong compression lock— 
holds sheets securely. 
Operates with crank keys— 
quickly opened or closed. 
Permits instant reference to 


accounts when open or when 
locked. 


THE ONE EFFICIENT TRAY-BINDER 


The adjustable drop hinge jaws or end supports provide 
any desired angle for the ledger sheets when in use. Jaws 
may be dropped down flat or set at any angle when the 
Tray-Binder is locked, allowing free access to the sheets 
for reviewing the accounts. There are no bothersome 
adjustments. No springs or rachets. A SIMPLE TURN 
OF A THUMB NUT is all that is necessary to change the 
position of the jaws. The construction is perfected and may 
be relied upon. : 





Adjusto 
Model 12 


holds 1000 sheets 


Adjusto 
Model 20 


holds 2000 sheets 
We furnish Caster Base Stands for Adjusto Tray-Binders. 


Steel Transfer Filing Equipment and complete 


Postin 
Machine Ledger supplies. ’ 


“Look for the man with the X-RAY Line” 


[eFEBURE [EDGER OMPANY 


SPECIALISTS IN POSTING MACHINE SYSTEMS 
General Offices and Factory, CEDAR RAPIDS, IOWA 
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customer a stipulated amount for carrying an ac- 
count when the average balance falls below a certain 
figure, is one of the many results of scientific analysis. 

The action of the Federal Reserve banks in inaugu- 
rating a service charge and establishing time schedules 
for funds in transit is a timely recognition of prin- 
ciples advocated by banks in collecting centers. 

In analyzing an account the reserve actually carried 
and not the legal requirements should be the basis for 
your analysis. The reserve shown on your books rep- 
resents the condition of your bank and determines the 
amount available for loans or investments. 

An analysis figured on legal requirements is, there- 
fore, hardly an actual statement of profit or loss as it 
is the policy of a large percentage of banks to carry a 
reserve in excess of their requirements. For the bank's 
own information an analysis should be figured on 
actual conditions with the understanding that due 
allowance should be made as your customers can 
hardly be expected to carry balances to conform to a 
bank's reserve policy. In this connection the claim 
of some bankers that interest on deposits should be 
governed by the going rate is undoubtedly based on 
sound logic 

An account should be analyzed on a broad and 
scientific basis and bankers are recognizing the prin- 
ciple that their business should be investigated from 
the standpoint of a fair profit to themselves and equal 
benefit to their customers. There are possibilities 
ahead in reaching the middle ground of mutual profit. 
It will take time and patience and the ability to see 
the other fellow's side of it. 


“Count that day lost 
Who's low descending sun 
Sees business done at cost 
And wheels go ‘round for fun.” 


One Bank’s Safety for Soldiers 


“Every effort should, at this time, be put forth to 
make the men serving under the Stars and Stripes, 
realize that we here at home are intensely interested 
in their welfare and want them to come back to us 
even better men than when they left. "—W. D. Long- 
year, vice-president of the Security Trust @& Savings 
Bank, Los Angeles, Cal. 

‘In this admirably specific sentence Mr. Longyear 
explains the patriotic service which his bank has 
extended to America’s fighting men. It is outlined 
in an attractive booklet entitled, “Security Service 
for Soldiers and Sailors.” 

The Los Angeles Bar Association has co-operated 
with the bank in an agreement to prepare wills with- 
out charge for any man in the army or navy. 

“If any soldier or sailor will furnish us with a 
memorandum (no matter how roughly drawn) of the 
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way he wants to dispose of his estate, we will have it 
promptly re-drawn in legal shape by a competent 


attorney of this city, and send it back with careful We Make This Offer Once a Year | 


instructions for its execution, says the booklet to 


the drafted and enlisted men. “Then you can for- O PERMIT banks to know the value and 
ward it to us for safe keeping without charge.” advantages of CRAppICK SERVICE thru 
The institution offers to act as executor of the will, actual use, we announce the 1917 Annual 


but volunteers to prepare the will just as carefully and Special December Advertising Combination. 
without cost if the men prefer to name anyone else. 





Free use of the vaults of the trust department is || Price, complete, $25.00 
given the boys in khaki for the safe keeping of certain INCLUDING: 
kinds of papers and documents. The boys are also 8 Distinctive Newspaper Ads. 
urged to send other prized possessions, such as diplo- 2 Mortised Holiday Borders. 
mas, certificates, medals, souvenirs, photographs or 2 Lobby Cards in 3 colors (13x15 inches). 
any small articles, by registered mail, the return 2 Christmas Season Movie Slides. 
postal receipt being their receipt for the package. || 500 ee eee eee vee he sig: 
At nominal rates, the bank is acting as agent for ; : 


? > 500 Hand-made Envelopes (also four-color litho- 
many of the men—for the collection of insurance and_ | graphed) to match the letters in stock, size, 


the transaction of any personal business. The mes- color and design. 
sage likewise emphasizes the importance of saving 
part of the army and navy pay, illustrating how uest—or better, just write and ask us to 
deposits of $25 per month will grow at 4 per cent include your bank in the group to receive the 
interest. Special maton Advertising Combination. 

The booklets have been distributed in the various 


encampments in the vicinity, personally and by 


ee illustrated circular mailed upon 


H. B. CRADDICK 


mail, and also have been sent to various units from || Adeutiing Manager for SOS Banke 
: ; é : 1003 First Nat’] Soo Bldg. 
Southern California now on duty in other sections |! Minneapolis, Minn. 


of the country, as well as to those registered under 
the selective draft. 

Large posters in the bank's windows call attention ~S=>=>== —_—____—_— 
to the plan to which direct results are traceable. Up CHECK and 
to August 16, for example, the trust department, The HAINS; DEPOSIT TRAY. 
featured second to the savings department in the 
booklet, had performed at least thirty distinct ser- April 14,1916 
vices as a direct result of the campaign. 

The savings department is deriving the greatest 
benefit. On one typical day, six allotments were 
received, aggregating $357. Two days later, three 
allotments were received amounting to $50, together 
with many inquiries which have since developed into 
business. 

“While our object in installing the service is 


























primarily to demonstrate our patriotism, performing |) a Solid Oak 
many of the services free of charge,’’ said Mr. Long- |!) compact 


sd: 8 Bia. $6.50 
year, ‘we also hope to derive some benefit from the ee 
relations established; if not at present, at least as an 


ultimate result.”’ ; Posting Efficiency 


Made possible only by the use of this tray. Separate 


‘ compartment for everything conveniently arranged. 
Recent Bank Literature Used in hundreds of banks. 
Recent helpful bank publicity literature includes the eine ——— rsa ee ee paceeeali 
following: France and America and The Regulation of ; r pce 


Exports under the Espionage Act, Guaranty Trust BO-MA SYSTEMS CO., 211 Lamine St., Sedalia, Mo. 
Company of New York; Commercial Banking Practice, | 
the National Bank of Commerce in New York, and CREST MAS Meee petol section mt | 


= roa profitable system for the small or | 
Aiding our Customers, the Old National Bank, pias Clubs large bank. Write for folder. 


Oshkosh, Wis. QEeEe—_—= ——————————————— — 
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Meeting the Demands 
of Modern Business 


Paper is one of the most highly specialized items 
of present day office equipment. It pays to use 
paper that is specially designed—and therefore 
particularly suitable—for various and widely dif- 
ferent classes of work. 

Typocount Linen LEDGER Paper is produced to 
meet the very exacting requirements of the new 
method of machine bookkeeping, and it scores 
“100” on all efficiency tests. In texture, color, fin- 
ish and price, it is the most practical, “capable” 
stock that could be desired. 

The peculiarly tough fiber and firm, stiff texture 
of TypocounT make it proof against the hardest 
kind of treatment—which is the kind it gets in 
this system. Typocount can be run in and out 
of the machine countless times, erased, handled 
and vertically filed without losing its crisp “back- 
bone” or smooth surface. This special finish also 
insures clean-cut typewriting. The soil of long 
use is concealed by the buff tint of Typocount, a 
restful as well as practical color. 


The cost of Typocount, unlike other durable 


ledger papers, is so moderate that the average 
office can easily afford to use it. 


Generous try-sheets for actual machine test, 
sent free at your request 


Byron Weston Company 
‘*The Paper Valley of the Berkshires’’ 
Dalton, Massachusetts 
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Solving a Farmer Rental Problem 


Farmer Brown is a tenant farmer in the great 
Southwest, separated from his landlord by many 
miles of the magnificent distances for which that 
country is noted, and personal payment of his rent 
is not only inconvenient and impracticable but fre- 
quently physically impossible. It is a situation 
peculiar to that territory. 

So Farmer Brown, when he comes to town with his 
grain or cotton and receives a check for his crops. 
decides to pay his yearly rent at the same time by 
depositing the amount to his landlord's account. 

This was all very well from the banker's standpoint 
until the volume of these transactions throughout the 
south and west 


expanded to such ——t 
proportions that 
the handling of 

the business be- 

CAME A SETIOUS | Lancaster Texan to 
problem hinging | ==“ as fF 
on a suitable | 
method of making 
clear to the land- 
lord the source of 
these credits and 
at the same time 
keeping the 
bank’s records 
clear. 

The usual prac- 
tice had been to 
enter the name of 
Farmer Brown on 
the ledger opposite the deposit, but this became a 
cumbersome, unwieldy process as Farmer Brown 
deposits multiplied in virtually all the country banks 
in the Southwest. 

The bankers were willing and anxious to continue 
the accommodation, for it meant retention of the 
good-will and business of both farmer and tenant, 
but simpler and more smoothly operating machinery 
for handling the accounts was necessary. 

The demand finally resulted in a quadruplicate 
deposit slip, the idea of a salesman in Dallas, which 
appears to offer an excellent solution of the problem 
and has gained the favor of many country banks. 

The original of the quadruplicate slip is handled as a 
regular deposit slip and from it the posting is made to 
the landlord's account in the ledger. The duplicate, 
retained by the renter, serves as a receipt for the rent 
paid. The triplicate is filed with the landlord's 
checks and goes to him at the end of the month with 
his statement, thus assuring him of a record of the 
transaction. The quadruplicate is in post card form, 
mailed to the landlord on the day the deposit is made, 
giving him notice of the credit to his account. 
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A simple form is used 











A Bank Crop Bulletin that Pays 


‘“‘What's corn today?” 

‘Hiram Jones has his gray mare for sale.”’ 

‘Good time to sell hard wheat. I seeit’sup rocents 

“Hogs, $17.50? They're selling around $21 
Chicago, I see by the paper.” 

Well, will you look at that rainfall.” 

“We're going to get $2 potatoes in this market as 
sure as you live.” 

Drop in any day at the Home National Bank, of 
Arkansas City, Kas., and you'll hear snatches of 
conversation just like this as the farmers for miles 
around congregate at the bank’s daily bulletin board 
and talk over mar- 
ket prices, the 
opportunities for 
advantageous dis- 
posal of their crops 
and live stock and 
indulge in mild 
gossip character- 
istic of the agri- 
cultural districts 
everywhere while 
they rest in an 
alcove room fur- 
nished especially 
for the convenience 
of the Home Na- 
tional’s farmer 
patrons. 

The bulletin 
board, representing 
one phase of the 
bank's conception 
of service, occupies 
a large panel in the 
center of a door 
which leads to a 
closet just off the 
reception room and 
the alcove lounging 
room reserved for 
the agricultural trade. Changed and brought up to 
date every morning, it carries the latest quotations on 
the Arkansas City market and all other information of 
interest to the farmers in the day's news. The board 
with its white lettering, is neat and attractive and 
it acts as a splendid drawing card for the farmers, 
whether they are customers of the bank or not. 

Farmers everywhere have learned the value of 
keeping informed. Here at the bank, a glance at the 
board tells them where they stand. For example, onthe 
day the accompanying photograph was taken (August 
18), Oats were posted at 60 cents, hogs at $17.50, 
steers at $8, cows at $6, potatoes at $1.75, eggs at 25 
cents, hens at 12 cents, cream at 41 cents andoil at $1.90. 
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ADDING MACHINE 


Emeralite 
No. 8734 A. M. 


An ideal fixture 
for adding and 
posting ma- 
chines. Proper- 
ly illuminates 
the largest ma- 
chines without 
glare from key- 
oard. 

Clamp fits any 
metal stand. 


Substantially 
made and beau- 
tifully finished 
in black and 
nickel to match 
machine. 


Ask us to send you 
sample on approv- 
al. You will like 
its appearance and 
service. 


Adgusteble green giass 
shade 











pata < 2 

S Rigid support ad- 
justabdle in height 
and not interfering 
with mechanism or 
operation 


Price complete, 


BE $12.00 each. 


EMERALITE DESK LAMPS 


are considered standard equipment for Banks and up-to-date offices. 
They harmonize with modern office furniture and are also very efficient. 
The plain green glass shade protects the eyes from glare and is the 
correct shape to properly distribute the light; it does not collect dust 
or tarnish. 

Pattern illustrated is No. 8734-B; price 
complete, $10.00 each. 


All genuine Emeralites are branded. 











Ask us to send booklet illustrating 
30 different styles 


H. G. McFaddin & Co. 


40 Warren Street 
New York, 
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Comfortable Stools 


Conserve Energy 
Increase Output 


Adding machine operators require 
comfort to obtain greatest speed— 
they become tired if forced to 
retain one position. Their work 
suffers—speed is decreased. The 
leg muscles of the average operator 
are inactive. They become cramped 
and bind. 

Our stools, especially designed 
for adding machine operators after 
long study, offer several comfort- 
able positions and provide for feet 
shifting without diminishing speed. The feet can be hung by 
the heels, placed flat on the floor, or in several other positions, 
all adding to the comfort of the worker. 


These stools are not only comfortable, but are durable and 
low-priced. They wear for a lifetime and are available to all. 
If unsatisfactory, return to us and we will refund your money. 


Number High Lou Price 
0 22 inches 18 inches $5.00 
1 Regular 26 inches 22 inches 5.00 
2 31 inches 27 inches 6.00 
3 36 inches 32 inches 7.00 


F. O. B. Grand Rapids, Mich. 


THE ADJUSTABLE TABLE COMPANY 


GRAND RAPIDS, MICH. 
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posted and unposted items. Price $7.50 f.o.b. Detroit, Mich. 


TIME SAVER TRAYS 
Cut Cost—Increase Output 


Incomparable for efficiency and economy, the Time Saver 
Tray is saving minutes—which mean money—in thousands 
of banks all over the country. It makes posting easier and 
speedier by segregating items and standardizing routine. 

The left hand reaches deftly to proper compartment, turns 
items up faster, increases output. 

Judge from actual use—test its convenience and time saving 
qualities. September repeat orders totaled 34 per cent of our 
business. Order yours today—Sold on a money back guarantee. 
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Bank Verse 


Perhaps if I were F. P. A. 
Or E. A. Guest, or B. L. T. 
I'd pound out bank jokes every day 
And hear the bank world roar with glee. 


Were | Ted Robinson, or say 
That I was Irvin Cobb, the hit 

I'd make with what I'd write today 
Would stamp me as a banking wit. 


Now were | Bernard Shaw, the task 

Of writing bubbling bunk on banks 
Would be quite nice—no more I'd ask, 

And those who read would tender thanks. 


George Ade could take this job of mine 
And with his slang make bankers roar. 
There'd be a laugh in ev'ry line, 
For Ade has done the trick before. 


Had | the knack of—say Mark Twain, 
Or Rupert Hughes, or William Brides, 
I'd pound out hot financial strains 
And make the bankers split their sides. 


There's Strickland Gillilan, I know 
If | were such a wit as “Strick” 

I'd not find bank rhymes coming slow 
But with eclat I'd turn the trick. 


Ring Lardner or John Kendrick Bangs, 
Would find my job a simple game, 

While Luke McLuke would twang some twangs 
To make my feeble stuff sound tame. 


And so it’s true, | find it hard, 

To ring the bell with stuff that’s fair. 
It’s tough to be a bankers’ bard 

When you are only 
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IMPROVING on PROSPERITY 


How a 
Minneapolis Bank 


Banished Error 
and Figure Trouble 


HOMEWHERE 
in this world 
there is un- 
doubtedly a place 
city or village—that 
is cherished in your 
memory for its beauty 
and home-like fea- 
tures; a place where 
you would like to settle 
and call your home. 

Just such a place is Minneapolis, known as one 
of the twin cities—nestling or rather hustling on 
the upper reaches of the Mississippi river. With 
its many natural lakes and beautiful parks, its 
broad, clean streets, and thriving business spirit, 
it offers all the attributes to be desired in a place 
of residence or business. To visit Minneapolis 
is a delight not soon forgotten; to tarry there 
is to love it. 

Despite its booming business growth and 
manufacturing advance, commercialism has 
never been permitted to encroach in any way 
upon a civic pride that manifests itself onallsides. 
Even the big flour mills and grain elevators lining 
both sides of the river, hardly a mile from the 
center of the city, lend a tone of harmony to its 
natural beauty. But while Minneapolis is 
known as “‘The City Beautiful’’ it is also “‘A City 
Dynamic.”’ During recent years it has become 
noted for manufacturing and has for many years 
been an important railroad center. Long ago it 
won the honor of being the gateway to the 
golden northwest and became its distributing 
center. 

Back of this maintenance of civic beauty and 
stimulation of commerce are the people. The 
banker, the business man and the laborer are all 
enthusiastic and sincere boosters for both. 

The Scandinavian American National Bank 
is an excellent example of how modern business 
methods and civie pride can progress one with 
the other. This bank was organized in May, 
1909, shortly after the Swedish American Na- 
tional Bank consolidated with the Northwestern 
National Bank. 

Since its organization this bank has taken 
advantage of every opportunity to better its 



































A Story About 
the Scandinavian 
American 


National Bank 


banking methods, 
especially when such 
methods meant truer 
accuracy and therefore 
greater protection to 
customers. Each 
change it has made 
has been but a means 
toward an end, namely, 
unquestionable accu- 
racy, unfailing service 
to patrons and honest economy. 

Longhand bookkeeping did not permit of these 
three important factors, so its abolishment was 
begun by the adoption of three Burroughs State- 
ment Machines on which the bookkeepers made 
out all of the customers’ and country bank 
statements. Pen-and-ink methods of posting the 
books were entirely eliminated a short time later 
—in October, 1915, to be exact—when six Bur- 
roughs Ledger Posting and Statement Machines 
were installed. With this added equipment all 
the country bank and individual ledgers, coun- 
try bank statements and customers’ statements 
were posted. 

The advantages of Burroughs Mechanical 
Bookkeeping over pen-and-ink methods became 
apparent almost at once. A material saving in 
man-power and therefore salaries was effected 
from the beginning, errors diminished and 
greater speed, neatness and legibility—impos- 
sible before—were obtained. 

Twelve bookkeepers were employed to keep 
the books—nine to post the ledgers and three to 
make the statements—just prior to the installa- 
tion of Burroughs direct-to-ledger methods. 
With the change, however, only ten men were 
required to handle all of the work. Since then 
the bookkeeping work in this big bank has 
increased considerably and yet only two extra 
bookkeepers have been taken on to handle it. 
Under the old pen-and-ink regime a big addition 
to the posting staff would have been necessary. 

While the saving in salaries has been signifi- 
cant it is regarded by the bank officials as 
secondary to the accuracy of the machines. 
Since their installation, the department has had 
practically no differences to charge off the books. 

















29 


ADVERTISING 


learing House 








SECTION 





learing House 














Accuracy is 
the keynote 
of the book- 
keeping 
department 
and this in 
spite of the 
fact that 
through its 
system of 
promotion 
the machine 
operators 
are con- 
stantly 
changing. 
Junior 
clerks are 
rapidly pro- 
moted to 
operators 
and with a 
little instruction are able to go right ahead 
with the work. 

These youths become very adept in handling 
the work and have made some wonderful records. 

In February of this year the bank adopted the 
unit system. The accounts were divided alpha- 
betically into five units, four to care for the com- 
mercial business and one exclusively for women’s 
accounts. There is a special teller for the women 
and a special bookkeeper posts their accounts. 

With the adoption of the unit system it was 
necessary to add another bookkeeper in order 
that the posting work might be evenly divided 
among the tellers. Eight bookkeepers now han- 
dle approximately 4,000 customers’ accounts of 






Burroughs Machines made system 100 per cent 
efficient in this bank 





Lobby of the Scandinavian American National Bank 





which about 
70 per cent 
are active. 

They start 
posting to 
the ledgers 
about 11:30 
o'clock in 
the morn- 
ing. They 
always 
make two 
runs of 
debits and 
sometimes 
three runs 
and one or 
two runs of 
credits. 
Clearing 
and mail 
items only 
are handled in the first run. A run of credits 
is made about two o’clock in the afternoon 
and then the second run of debits is made, thus 
taking care of the items over the counter and 
those in the late mails. Generally a final run is 
made about four o’clock. 

When the bookkeepers have six or more checks 
to post to one account they take a sub-total of 
them all after they have posted them to the 
ledger. The last check is dropped back into the 
carriage of the machine and the sub-total printed 
on it. This amount is used later when the run 
is proved and saves considerable time, besides 
preventing errors in copying off several items 
under the same date. 

Instead of posting the items across the 
page as is often the practice this bank 
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G.B.Edwards & Company 


PLEASE EXAMINE AT ONCE. IF NO ERROR IS REPORTED WITHIN TEN DAYS. THE ACCOUNT WILL BE CONSIDERED CORRECT 


IN ACCOUNT WITH 


SCANDINAVIAN AMERICAN NATIONAL BANK 


MINNEAPOLIS, MINN. 


Prrritiit 

























































































= ome cHecks pate CHECKS Date CHECKS pate DEPOSITS OLO BALANCE Date NEW BALANCE 
alta Ao 2) 62,568.14 256614. 
1 2 1054- |2@& 3,000.00 - 2 76113 256814 4 7338978 
2 2 72483 - 26 15.00 = 6 66865 2,832.77 2 2593.90 # 
3 4 14269 - 26 244 - 7 36848 2593.90 4 235121 
a] 4 100.00- |2#e 40.65 - é 27786 2351.21 6 212429 
5 6 85.40- 29 25000 - 8 41392 212429 7 249227 
6 € 31017 = 29 5991 - a3 31228 249227 e 2360.64 # 
7 6 500.00 = 30 12.50 = a4 987.50 2,360.64 & 2774.56 # 
ol f ‘50- |30 56600= 16 75569 277456 200602, 401.86 # 
9 8 240- |30 45.04 - a7 €4166 2,401.86 a2 71329 % 
1 | 8 40702- |3s4 1,25050- 20 1,558.40 713.29 13 660.389 # 
un] e 250-<. | 34 45.00 < 20 4786250 860.89 14 1,34839% 
12 | 10 370.20 a4 2320 = Zi LO35 572 4.3 4 85D. sé 33256 # 
is |i $122/ 
14 112 5.0 SPECIAL INSTRUCTIONS: romw a7 ™ 
ce i eisa SHEET No _  G.B.Edwards & Company NAME 
i7,22 4461 
= ADDRESS 
1s} ts 85.0 
19 | 13 1646 
20 |124 5006.0 — 
21,126 497.7 pare | CHECKS pare | CHECKS pate | CHECKS DATE | DEPOSITS OLD BALANCE cate | NEW BALANCE 
= te “tty Aua 2 10.54 -Jaue 2 9 59.9 1 a[BAvance enoucurronwanctw | |g 256814 5 ua 4 256814 # 
4 Pe 145] |%2 2 72493 qe 30 12.50 - mm 2 76113 256814 ap 2 61,832,774 
nol ‘Ih <li 14269 -jAn30 566.00 - ua 6 66865 1,832.77 ava 2 2593.90 
—aite sseom t.. * 100.00 -[an 30 45.04 - wo 7 36848 2593.90 ae 4) 235121 
oie g26] | « 85.40-n932 1,250.50 - aa 8 27786 235121 an 6 2124298 
oe re 750 pope € 31017 -jaos2 45.00 = AG 6 41392 212429 Aus 7 249227 & 
ag Pe 166) |*" § 500.00 -jacsa 23.20 - Aue 4 3 31228 249227 ae @ 2,360.64 # 
29 | 20 1050.0) | 7 50 -fan3a 53.50 - au 4 4 987.50 2360.64 ava 8 2774.56 # 
130 250, | ° 240 - aua 1 6 755.69 -2,77456 AUG 40 240186 # 
31 30 144007 * 407.09 - aun 4 7 64166 2,401.86 supa’ 71329 
32} 20 11670 (" ° 2:50 = aus 20 1,558.40 713.29 Au0 4 8 860.89 # 
slo 1000. |**2° 370.20 = mo20 4,782.50 860.89 agi4 1,348.39 # 
“1 20 334 i ** oteeZe ~ p22 1,035.57 1,348.39] wore 33286 # 
ey eee mez “Sanael] Seamel Stat ggetes 
20 sa fr £0.54 = AUS 2 6 . K aun i 7 . 13 # 
37 | 23 200.q@ ("24 619.61 = az29 5,000.00 1,381.13 as20060- 1,864.53 % 
38] 24 25. |Mes2 44616 - ao 34 505.00 1,864.53 ageo 4318.03 4 
39 | 24 35 weg: see - 4,318.03 ava 24 212435 # 
40 |_23 2s f°" 16468 - 212435] «anes 1,895.35% 
a2. 3050.7] 14 ewes a 189535] ao27 29153148 
a2] 21 25.9) [4026 497.74 - 2915.31 Aus 2 @ 152214 
43 |} 23 204Q) [916 405.514 - 15221 ava 29 4,842.30 
44] 23 25.0 ans 6 11228 - 4.84230 Aus 30 4,216.76 # 
45 | 27 129 ope ee 4,218.76 ava 3 4 3,351.56 + 
46 27 O a ob - 
a7 | 27 200.5 Avo 2 6 150.00 - 
as | 26 130.Qq }A027 92.80 - 
«| Ze 25.q jA017 75.00 - 
50 ~~ tauoa? 1663 - 
Aug 20 1,050.00 - 
Ava 20 25.00 = 
AUa 2 0 14.00 - 
A AUG 2 0 1,167.00 = 
om AUG 20 1,000.00 = 
AD B20 13.00 - 
ava 20 100.00 - 
Aus 20 35.00 - 
AUQ 24 100.00 - 
ava 24 25.00 - 
AUG 2 2 3.55 - 
AUG a 25.00 - 
AB 2a 3,050.70 = 
Aus 24 25.00 - 
Ava 2 3 204.00 - 
AUS 23 25.00 - 
AUG 2 7 12.00 = 
AUG 2 7 25.00 - 
Aun 2 7 200.50 - 
AUG 28 130.00 - 
AUO 2 6 25.00 - 
AUS 2 8 3.000.00 - 
asgs26 15.00 = 
Ava 2 8 2.44 - 
AUG 2 6 40.65 - 
Aus 2 9 25000 - 











Typical ledger sheet and statement of the Scandinavian 
American National Bank of Minneapolis, and posted on 
Burroughs Ledger Posting and Statement Machines. After 
the form being posted is dropped into the high-backed car- 
riage a light stroke of the injector lever brings it into print- 
ing position. All one has to do then is depress the keys for 
the proper amounts and touch the operating bar. First the 
old balance is posted, then the checks and deposits. The 





checks are mechanically subtracted and the deposits added. 
Thus the new balance is automatically computed and is 
imprinted by depressing the total key and touching the opera- 
ting bar. The machines are adaptable to either vertical or 
horizontal posting. All ciphers and punctuation are auto- 
matically printed, while the proper dates are similarly 
repeated all day. Note that the minus sign is printed after 
every debit item and a star when the machine is cleared. 
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posts them vertically. As each item is posted 
the ledger page moves up one space ready for 
the next posting. As the checks and deposits are 
printed they are automatically subtracted and 
added respectively from and to the old balance. 
Thus the new balance is mechanically computed 
and printed in the proper column, the operator 
simply depressing the total key and touching the 
operating bar to print it. 

After each run each bookkeeper makes out a 
list on sheets. of his debits and credits, which- 
ever he is posting. This list is divided into 
four sections to correspond with the ledgers and 
is then proved against the tellers’ totals. The 
credit and debit sheets are signed by the book- 
keepers doing the work. On returning to work 
in the morning the bookkeepers first post to the 
statements and then get proof of the work they 
did the day before by taking a long balance. 

They accomplish this by calling back the new 
balances on the statements against the corre- 
sponding new balances on the ledgers. As the 
same men do not post the statements that corre- 
spond to the ledgers they post, it is improbable 
that an error will be the same on both. There- 
fore if the new balances check on the call back, it 
is dependable proof that they are correct. 

As the statements are always up-to-date cus- 
tomers are able to obtain them any time on a 
moment’s notice, and a bookkeeper does not 
have to leave his work while he prepares a state- 
ment for a waiting customer. In his turn the 
depositor does not have to wait nor surrender his 
pass book while it is being balanced. Month 
end balancing of pass books is a thing of the past 
in this bank. 

In commenting on the efficiency of Burroughs 
Machines the auditor of the bank says that they 
have made possible a perfect reference file. With 
machine-made ledger pages former accounts as 
well as sheets already filled on active accounts 
can be located without delay. Under the old 
method much time was lost in locating closed 
accounts or active accounts running back into 
previous months. 

Burroughs Machines have entered the Scan- 
dinavian American National Bank to stay, not 
only in the bookkeeping department, but in 
every department where it is possible to use an 
adding or calculating machine. Country bank 
statements are made on Burroughs Machines. 
The interior proving department, the transit 
department, and the clearing house department, 
use the machines extensively. 

Thus the Scandinavian American 
Bank reflects the spirit that 
actuates corporations and indi- 
viduals of Minneapolis to work 
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The Scandinavian American National Bank 


Minneapolis 


August 4,1917. 


The Burroughs Adding Machine “o., 
us 


Detroit, Mich. 
Vear Sirs:- 


The Derveughe Ledger Posting 
and Statement Machines which were installed 
in this bank in October,1915,have given en- 
tire satisfaction,eand we jo not hesitate in 
saying that we consider our new system of 
bookkeeping a marked improvement over the old 
Bodton Ledgers,both from the standpoint of 
efficiency ani economy. 


Yours very truly, 


Ssistant Cashier 
TO-GJH 
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You too can have economical and efficient bookkeeping 


for all that is good for their city. While boosting 
civic and business expansion for its community, 
this bank proved its consistency and sincerity 
by modernizing its own methods. 

Perhaps it is because of this same consistency 
and sincerity that the past few years have wit- 
nessed such a wonderful growth in the bank’s 
business. Five years ago it employed twenty- 
four clerks, of whom five were bookkeepers, 
and it had deposits of $2,500,000. Today it has 
102 employees and $13,000,000 of deposits. And 
in spite of this big increase in business it handles 
its bookkeeping work with twelve bookkeepers. 

The answer, the bank officers will tell you, 
is Burroughs Ledger Posting and Statement 
Machines. 

These machines will accomplish the same 
thing for other banks as they did for the 
Scandinavian American National Bank. No 
matter how serious your bookkeeping troubles 
may be, mechanical bookkeeping as performed 
by Burroughs Machines will solve them. 

A telephone message or letter to the nearest of 
the 189 Burroughs offices in the United States 
and Canada or to the home 
office will secure for you a 
prompt demonstration. 
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PRODUCED IN THE BURROUGHS PRINT SHOP 
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The Defuxe, Two-Tray Principle Gives Greater 
Efficiency in Machine Posting 












The 
De Luxe This. 
Posting Upsetti 
Tray 


the leaves 


‘T “HIS young lady can do more posting with 
less effort because she is using the De Luxe 
Two-Tray Principle of leaf handling— which 
means the separation of the posted and un- 
posted accounts in two trays, thus preventing 
them from sliding, curling and binding together. 








The 
l Ipset 
Device 
does the trick 






Inefficient Equipment Means Less Production 


With the ordinary flat-bottom tray the weight of the leaves, as they stand 
upright on their edges, causes them to sag and slide along the bottom of 
the tray. Their top edges take a downward slant, toward the operator, 
which prevents rapid fingering; hence the operator resorts to the slow and 
laborious thumbing process. 


The Upset Feature Means Quick Selection 


The Upset Device of the De Luxe Posting Tray not only corrects this fault 

but it keeps the unposted leaves in the correct position for selection, enabling 

the operator to finger them one at a time, just as you do the leaves of a 

,s book. Test the Two-Tray Principle in actual operation and see what it 
, means in greater production. 


Made and Guaranteed by 


WILSON- JONES LOOSE LEAF CO. 


3021-31 Carroll Ave., Chicago 


The Two-Tray Principle in the De Luxe 
Style B Tray Binder Sold by Leading Bank Supply Houses 
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These 6 new BAKER-VAWTER Folders Outline the Most 

Accurate, Quickest Method Ever Originated for the 

Complete Handling of Your Customer Checking Accounts 

with either Pen-and-ink or Posting Machine Equipment 
The Folders are Free. Write. 
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AKER-VAWTER TIME 
AND MOTION STUDY 
scores again! Baker- 
Vawter Company sup- 


plies 14,000 banks, 

including THE BIG MAJOR- 
ITY of banks using posting machines. This 
wholesale contact gives Baker-Vawter Com- 
pany a ten times greater experience. It makes 
possible the origination of many improved 
methods. Use Baker-Vawter equipment—keep 
your methods up-to-date with those of THE 
BIG MAJORITY! The latest stride forward 
—already thoroughly tried and proved in 
whole and part by hundreds of banks—is the 
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Te Bante -Vawtes Way 








Inter -proving Plan 


Write today for these 6 new descriptive folders. Briefly, 
yet explicitly, they point the way for banks to reach 
the zenith of efficiency in both mechanical and pen- 
and-ink accounting. 


No. 1—The Baker-Vawter Loose Leaf Depositors’ 
Ledger. One account toa leaf— (each leaf registered if de- 
sired). Alphabetical index. Quick finding. Handle only 
open accounts each day. Use “slip” or offset system to 
indicate those affected. Daily “Short-Cut” proving de- 
scribed. Explains use of both Baker-Vawter Binders 
and Steel Current Account Tray. How to transfer. 
How to use Baker-Vawter Steel Transfer File, 


No. 2—The Baker-Vawter Depositors’ Statement Sys- 
tem. Monthly statements showing detailed transactions 
for each account. Appreciated by depositors. Permits 
daily posting and proving. Describes depositors’ receipts. 


No. 3 —The Baker-Vawter Adding Machine Check 
and Deposit Journal. Deposit and credit tickets retained 























Baker-Vawter Company 
Dept. M (address either factory) Benton Harbor, Mich., Holyoke, Mass. 

Without obligation, send following folders— 
1—Loose Leaf Depositors’ Ledger 
2—Depositors’ Statement System 
3—Adding Machine Check and Deposit Journal 
4—Account Register 
5—Depositors’ Ledger Proof 
6—Filing Cancelled Checks 


by bank. Checks and vouchers surrendered to de- 
positors. This plan gives bank a permanent detailed 
record to replace them—complete, accurate, easily re- 
ferred to. Saves time and energy. Use reverse side 
of leaf for daily proof. Complete record of days’ trans- 
actions in one place! 


No. 4—The Baker-Vawter Account Register. (Used 
where a definite responsibility for each ledger leaf is 
deemed desirable.) Each leaf is consecutively num- 
bered. Account number automatically refers direct 
to Register page upon which account name is shown. 
No. 5—The Baker-Vawter Depositors’ Ledger Proof. 
Describes the “Short Method” (the “old balance” and 
“new balance” plan). Handle only active accounts. 
Daily proof, Easy to catch errors immediately. Each 
ledger balanced separately. Carry a control account. 
Localizes mistakes. Avoids crediting wrong accounts. 
Complete trial balance taken on “light” days. 

No. 6—File Canceled Checks the Baker-Vawter Way. 
Quickly accessible for verification and depositors’ infor- 
mation, Fileeach day’s checks on completing daily proof. 
Separate guide card for each depositor. File each day’s 
deposit tickets separately for safety and easy reference. 


Use the Coupon if More Convenient. 
Address Dept. M. 


BAKER -VAWTER COMPANY 


riginators and Manufacturers 
LOOSE LEAF AND STEEL FILING EQUIPMENT 
Sales Offices in 42 Cities —Salesmen Everywhere 
B1117 
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